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From °47° a week 
to *10,000 a year 


Chas. E. Becker, President 
EVERETT L. HOTT Franklin Life Insurance Company 


Springfield, Illinois 


After 18 years asa . 
tobacco salesman with Dear President Becker: 


top earnings of $47.50 . f 
per week, Everett L. Hott For eighteen years I was a tobacco salesman with a 


associated himself with 
the Home Office Agency top salary of $47.50 per week. I have now completed 
of the friendly Franklin five full years of pleasure, happiness and success 


=F it ion. with the Franklin—earned over $10,000 my first full 

the life insurance year, and have averaged better than $10,000 per year 

Here is the record of ever since, 

his cash earnings since With no previous insurance experience I found 

that time. the Franklin exclusives very easy to sell. And the 

1946. . . . $ 4,544.24 = . — 

1947. . . . 10,603.16 fine cooperation of the Home Office officials has 

bi shoe oe given me ambition to succeed. I have always felt that 

1950 . . . . 10,416.82 1 was welcome in your office. 

1951 ~ + + 11,376.62 Clients have told me, too, that I am the one life in- 

pee pron sme pepo surance salesman they are glad to see. And their 

premium sale with a welcome proves their sincerity. 

i apt ein) I love the freedom my work has made possible; I 
have qualified for the Sixty Club and other Franklin 
Honor Clubs; have a substantial renewal account, 
and a proud family who boasts that Daddy has an 


office on the first floor of the new Franklin building. 
Gratefully, 


Everett L. Hott 


An agent cannot long travel at a faster gait than the company he represents. 


Lhe Friendly 
TFIRAAN TKILION ILRI comeany 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over A Billion Dollars Of Jusurance Jn Force 
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Terrible 
strain 
on the 


tea leaves 


Finding the future in the bottom of a tea cup 
is one way of planning. But a couple of mis- 
placed tea leaves or a “gypsy” who needs bi- 
focals can throw the best predictions awry. 
There are many things a Union Central agent 
knows about the future that are much more 
valid. The first and most important is that the 
future isn’t predictable. The second is that there 
are ways of preparing for this unpredictable 
future on the basis of general human experience. 
The best way is through life insurance. Union 
Central life insurance, for instance, offers a 


THE UNION CENTRAL 





i 


Hill \ 
a 





policy or a combination of policies to meet 
every life insurance need from birth to age 70. 
And the advice of the Union Central agent is 
most important. He is well-trained before he 
makes his first call. More than that, he is kept 
fully informed. Union Central is thoroughly 
conscious of the many changes in the patterns 
of living and economic demands. The agent is 
kept up-to-date on each development and the 
ways in which Union Central life insurance can 
best take care of particular needs. An alert, 
cooperative Home Office sees to that. 


LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 
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Bankers L. &C. Sues Life Insurers Conference 
Meets at Its Highest Fettle 


Larson and Cravey, 
Four Companies 


Asks $30 Million 
for Insurer Pact to 
“Destroy” Field Force 


Bankers L. & C. of ‘Chicago has 
filed a suit for $30 million against the 
insurance commissioners of Georgia and 
Florida, against C. C. Bradley, vice- 
president of Reserve Life of Dallas, to- 
gether with his company; George 
Washington Life of West Virginia, Pro- 
fessional of Florida and American Se- 
curity of Texas, on the grounds that 
these persons and companies were en- 
gaged in a conspiracy in restraint of 
interstate commerce in violation of the 
Sherman and Clayton anti-trust acts to 
ruin the business of the plaintiff. The 
suit has been filed in the U. S. district 
court at Miami. 

Mr. Bradley is charged in the brief 
with having represented all the com- 
panies named as defendants in a plan to 
take over all the business, premiums, 
policyholders, agents, managers and su- 
pervisors of the plaintiff in Georgia and 
Florida. The brief states: y 

“To facilitate said illegal conspiracy 
and the destruction of plaintiff’s busi- 
ness in the state of Georgia and else- 
where, Defendant C. C. Bradley in be- 
half of the said corporate defendants 
represented by him, deliberately em- 
barked on a well-planned secret cam- 
paign of bribery of employes and agents 
of certain public officials. In pursuance 
thereof he caused to be delivered to 
agents and employes of Defendant Zack 
D. Cravey, among whom was Cravey’s 
son-in-law, John R. Taylor, certain 
emoluments, consisting of currency, au- 
tomobiles, vacation trips and other 
things of value.” 

It is charged in the brief that Mr. 
Cravey, after notifying the plaintiff that 
license to do business in Georgia was 
not renewed as of July 1, 1951, “wick- 
edly and maliciously made libelous and 
false statements to newspaper reporters 
with the intent that they would be pub- 
lished generally in Georgia, Florida and 
other states through the various news 
services so as to destroy the confidence 
of present and prospective policyholders 
in the financial stability and integrity of 
the plaintiff.” 


Charge Business Divvied Up 


The brief says that within the days 
immediately following the period when 
Mr. Cravey announced that the license 
would not be renewed, the following 
events took place: 

“Defendant Zack D. Cravey, through 
his agents and employes, furnished to 
defendant Reserve, the official and origi- 
nal state records, showing the names 
and addresses of each of plaintiff’s 
agents, managers and supervisors in the 
state of Georgia and permitted the 
names and addresses of same to be cop- 
ied by said defendant, Reserve. Where- 
upon defendant C. C. Bradley, made 
a distribution geographically of said 
names and addresses to various agents 
ard employes of defendant Reserve and 
G:orge Washington, and instructed said 
avents and employes of said corporate 
defendants to contact plaintiffs agents, 
Managers and supérvisors and attempt 

(CONTINUED ON PAGE 20) 


By G. E. WOHLGEMUTH 


EDGEWATER PARK, MISS.—The 
new spirit evident in the Life Insurers 
Conference since 
its reactivation six 
years ago is carry- 
ing it forward to 
new heights of 
achievement and 
there was abundant 
evidence of this at 
its three-day 43rd 
annual meeting 
here. The admis- 
sion of eight new 
members in the past 
year bringing mem- 
bership to an all- 
time high of 93 
companies, a _ rec- 
ord-breaking attendance of 326, and a 
well-balanced program, showed clearly 
that the conference is filling the need 
for an organization composed primarily 
of combination companies. 

The new members are American 
Home Life, S. C.; Business Men’s As- 
surance; ‘Coastal States Life; Dixie of 
Georgia; Life of Virginia; National 
Standard; Security L. & A., and South- 
ern National of Arkansas. The mem- 
bership committee report was presented 
by J. T. Acree, Jr., president of Lin- 
coln Income Life, chairman. 

I. M. Sheffield, Jr., executive vice- 
president Life of Georgia, declared in 
his presidential address that regardless 





I. M. Sheffield, Jr. 





OFFICERS ELECTED 


President — Ashley C. Tobias, Jr., 
president Palmetto State Life. 

First Vice-president—J. R. Anthony, 
Jr., vice-president and treasurer of 
Suwannee Life. 

Second Vice-president—E. B. Steven 
son, Jr., executive vice-president Na- 
tional L. & A. 

Secretary—H. G. Zelle, 
Missouri Insurance Co. 


president 





of which of the major parties wins in 
November the job of halting the drift 
toward socialism will be continuing and 
tough. The combination companies are 
in a strategic position to sell the con- 
cept of thrift and free enterprise to a 
greater extent than any other group in 
the nation because of the character of 
their activities. The degree of success 
with which this effort meets depends al- 
most entirely upon the agent’s concept 
of the problem and the manner in which 
he interprets it to the public. The re- 
sponsibility for his understanding as 
well as his interpretation, however, rests 
with individual company management. 
The earning and holding of this confi- 
dence must be deserved. The progress 
made by the conference members attests 
that this has been done, he said. 
Martin Williams’ Report 

The free exchange of information, 
help, guidance and advice available to- 
day on a company and organizational 
level is greater than ever before and 
these benefits are particularly helpful 
to the smaller, new companies, M : 
Williams, executive director, pointed out 
in his report. 

Mr. Williams reported continuing 
progress and growth in the conference 
and in the individual members. Total 
premium income of company members 
in 1951 was $974,739,650, an increase of 
$192,689,327 for the year. Their insur- 
ance in force gained $5,305,321,451 to 
$28,869,029,605; assets $893,245,985 to 
$4,451,889,125; number of policies 4,765,- 


895 to 46,517,088; agents 6,864 to 51,675, 
and other company employes 4,436 to 
25,284. Accident, health and hospitaliza- 
tion premium income additional to life 
premiums was in excess of $150 million. 

Little legislation harmful to the busi- 
ness was enacted in a light legislative 
year, he said. A good example of con- 
structive legislation is the greatly im- 
proved and modernized Virginia code. 

The report of the public relations com- 
mittee was given by Powell Stamper, as- 
sistant vice-president National L. & A., 
chairman. He said that serious study 
should be given to the possibility of 
simplifying policy contracts. Much of 
the ribbing poked at the business, and 
some of the criticism, has been levelled 
at the verbosity and technical complex- 
ity of contract wording. 

In a review of the life company tax 
and legislative picture, R. L. Hogg, ex- 
ecutive vice-president and general coun- 
sel of the American Life Convention, 
stated that a political change would pro- 
vide the answer to some of the problems, 
but a mere change of political parties 
might not. 

Winners in the contest for agency 
publications were Family Security, Tex., 
best mimeographed weekly; Union Life, 
Va., best mimeographed monthly; Life 
& Casualty, best printed weekly; Life 
of Georgia, best printed monthly over 
$5 million industrial premium income, 
and Rio Grande National, best printed 
monthly under $5 million industrial pre- 
mium income. Certificates were award- 
ed to a representative of each company 
following the past president’s dinner, 
with J. R. Anthony, Jr., Suwannee Life, 
second vice-president, making the 
awards. 

The nominating committee report was 
given by E. T. Burr, Durham Life, 
chairman. 


FIELD PANEL 








An interesting feature of the program 
was a panel forum discussion of field 
management problems with 
Chapman, director company relations, 
L.I.A.M.A., as moderator. Participating 
were W. J. Hamrick, agency vice-presi- 
dent Gulf Life; H. D. Parker, industrial 
agency vice-president Commonwealth 
Life; Coley, vice-president and 
agency manager Durham Life, and 
D. F. S. Johnson, vice-president and as- 
sistant manager of agencies, Interstate 
L&A. 

Mr. Chapman commented that the 
future of the business was inextricably 
tied up to the agent. The agent in the 
field is only as strong as the manage- 
ment staff, and no stronger. Most com- 
panies, he said, have definite investment 
policies or standards, but when it comes 
to agency manpower, they may have no 
standards or policies, despite the. fact 
that the agency force is the company’s 
largest and most important asset. The 
need for greater efficiency in field man- 
agement is being recognized, he said. 

By selecting its agents carefully, a 
company makes its training job easier, 
Mr. Hamrick commented. It is waste- 
ful to recruit a man who has no aptitude 
or no ability for ‘his job. The job of 
field management is not only to bring 
good men ito the business, but to keep 
them there. Most any company could 
probably count on one hand the num- 
ber of mortgage foreclosures it had 
made over a period of years, but when 
it came to agency turnover, it probably 
is a different matter. The greatest single 

(CONTINUED ON PAGE 9) 


Actuaries Air Pros 
and Cons of Equity 
Annuity Principle 


Teachers I. & A. Project 
‘Finds Backers, Doubters 
at Meeting of Society 


By ROBERT B. MITCHELL 


WASHINGTON—Principles involved 
in the new College Retirement Equities 
Fund of Teachers Insurance & An- 
nuity evoked lively discussion at the 
eastern spring meeting of the Society 
of Actuaries. 

W. A. Jenkins of Teachers explained 
the workings of the fund which will be 
available only to college teachers as are 
the regular annuities written by Teach- 
ers. A participant would have the op- 
tion of putting up to half of his retire- 
ment annuity contributions into the 
equities fund, that division being chosen 
as being the most likely to keep annuity 
income in step with long-term and 
short-term changes in the dollar’s pur- 
chasing power. 

Most of Teachers retirement plans 
are on a money-purchase basis and this 
the equities plan fits in very well with 
this, said Mr. Jenkins. The equities 
fund makes no dollar promises: it pays 
out whatever it earns. Consequently it 
cannot become insolvent and needs no 
surplus. The shares could not be cashed 
in, hence there would be no forced sell- 
ing to meet withdrawals. Thus the 
fund’s position is quite different from 
that of a life company investing heavily 
in equities, which would have to set up 
substantial margins for fluctuations in 
stock values. 


Program of Education 


Mr. Jenkins conceded that the nat- 
ural tendency would be dissatisfaction 
when in periods when stock market val- 
ues were on the downgrade and less 
was paid out under the fund’s participa- 
tion. The plan is to offset this in ad- 
vance by a program of education. He 
said that with the 50-50 division be- 
tween equities and regular annuity in- 
come the drop would not be so sharp 
as might be supposed. 

Meyer Melnikoff of Prudential 
brought up some of the problems of 
the equity annuity approach pointing 
out that only about one-fifth of retire- 
ment plans are of the money-purchase 
type. He said that employes can’t know 
what their benefits will be under a fixed 
employer contribution. He feels, how-. 
ever, that there may be a use for equity 
annuities in industry retirement plans, 
although there would be the need of 
linking the benefit to the final rate of 
pay of the retiring employe. 


Industrial Relations Aspects 


Mr. Melnikoff said the industrial rela- 
tions aspect would be very important. 
Unions have been demanding a cost of 
living factor included in retirement 
plans. He said there is difficulty in con- 
vincing employes that they should put 
a substantial amount of earnings into 
private retirement plans when they get 
so much more from the government in 
social security benefits in relation to 
their relatively small contributions. He 
believes there is serious reason for the 

(CONTINUED ON PAGE 20) 
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LIVELY S. F. HEARING 
Group Actions Face 
Strong Curbing by 
Cal. Commissioner 


A pair of comments by Commissioner 
Maloney of California at the two-day 
hearing on group insurance practices 
shed light on the philosophy that will 
govern the group bulletin which he is 
going to issue within the next month 
or six weeks. One of these remarks 
came during the discussion of the anti- 
rebate law when B. M. Anderson, vice- 
president and counsel of Connecticut 
General, remarked that it seemed to 
him California was stretching the anti- 
rebate law too far. Commissioner Ma- 
loney smilingly replied, “It isn’t the 
anti-rebate law that is being stretched 
too far, Mr. Anderson, it is the com- 
pany practices that have been stretched 
too far.” 

At another point, Mr. Maloney, after 
promising there would be no punitive 
actions on the part of the department, 
commented, “I can realize that all com- 
panies should be interested in cleaning 
and clearing up the present conditions. 
A glance at company statements shows 
that many companies are about losing 
their shirts on this business.” The San 
Francisco hearings drew a number of 
top men from the group companies and 





company associations, both from the 
casualty and life ranks. _ : 
From the industry point of view, 


Albert Pike, Jr., actuary of Life Insur- 
ance Assn., suggested that California 
liberalize its approval laws. C. H. 
Tookey, actuarial vice-president of Occi- 
dental Life of California, recommended 
that the group laws be “patched up” 
rather than completely redrafted as has 
been suggested. Apparently there will 
be some new legislation to strengthen 
the present provisions introduced in the 
next legislature including a bill for a 
new, or at least broadly amended anti- 
rebate law. Kellogg Van Winkle, man- 
ager for Equitable Society at Los An- 
geles, as legislative chairman of the 
California State Assn. of Life Under- 
writers, approved the suggestion for a 
minimum rate provision and that group 
insurance be included in changes in the 
anti-rebate law and not exempt from 
this law as some company men had sug- 
gested. 


TOP BONANZA 








It was brought out that allowances to 
employers and master policyholders are 
larger on the west coast than anywhere 
else by Lawrence Cathles, Jr., assistant 
secretary of the group division of Aetna 
Life. 

The insurance department made it 
clear that it believes that fierce compe- 
tition has been the mother of a number 
of illegitimate practices, most of them 
resulting in various forms of rebate. 
These appear in special services, sup- 
plies, retroactive funds on experience 
rating plans, allowances and, as one 
attorney representing insured expressed 
it, “kick-backs.” 

There were suggestions that regu- 
lations be created to set a limit on 
allowances 
details and claims, and a limit on the 
period of time for completion of nego- 
tiations prior to actual issuance of a 
policy while the benefits are in force. 
Controls were suggested over the use 
of retention letters, specific rules regard- 
ing selection of trustees and limitation 
of time covering retroactive refunds. 
There was not unanimity of agreements 
on all of these suggestions by any 
means. 

Company men present testified when 
they are requested for letters to esti- 
mate costs to prospective policyholders, 
they stress the fact that dividend or 
experience credits are only estimates 

(CONTINUED ON PAGE 7) 
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Southern Round Table Advertisers 


By ALFRED E. CADIS 


NEW ORLEANS—The § southern 
round table of Life Insurance Adver- 
tisers Assn. closed 
its meeting here 
this week with the 
election of R. L. 
Hindermann, Pan- 
American Life as 
chairman; C. R. An- 
drews, Pilot Life, 
vice-chairman, and 
Holland V. Shields, 
Great American Re- 
serve, secretary. 

A large’ group, 
well above average, 
was in attendance. 
The program was 
well rounded with 
sound educational ideas along with good 
fellowship and many attractive enter- 
tainment features. 

Joseph M. Locke, Gulf Life, was gen- 
eral chairman. Again the outstanding 
feature of the meeting was the “Hot 
Ideas” session. Originated at ‘Chatta- 
nooga three years ago, the session has 
become a program favorite. The theme 
of the session this year was “Sizzles 
That Sell.” Presiding was C. R. An- 
drews, Pilot Life. Sizzlers on the panel 
were John L. Briggs, Southland Life; 
Thaddeus T. ‘Crump, Atlantic Life; 
Marion Davis, Provident L. & A.; Mr. 
Hindermann; A. B. Richardson, Life 
of Georgia, and Hal R. Marsh, Jeffer- 
son Standard Life. 

Entertainment began with a harbor 
trip. In the evening, Pan-American 
Life was host at a buffet supper at the 
New Orleans Country Club. 


The meeting opened with greetings 






Joseph M. Locke 


‘Elect Hindermann, Andrews, Shields 


from A. L. Cawthorn-Page, president 
L.I.A.A., and Crawford H. Ellis, presi- 
dent Pan-American. Mr. ‘Cawthorn- 
Page said he hoped for a good attend- 
ance at the National meeting at Que- 
bec in September. Victor H. Schiro, 
commissioner of parks for New Orleans, 
also extended the city’s welcome.. 

Mr. Hindermann, program chairinan, 
thanked the committees for their fine 
job and cooperation. Don Maciver, busi- 
ness editor Dallas News, said that life 
insurance companies that give their in- 
formation freely are entitled to a fair 
share of space in the press. He advised 
insurance people to know the press and 
urged them to publish their annual re- 
ports so that the business as well as 
the community can know respective 
company ratings. 

Sam R. Hay, Great Southern Life, 
discussed “Top Management Looks at 
Direct Mail.’ He said the insurance 
advertiser's campaign should be geared 
to modern times with modern ideas. He 
declared that copy should be well de- 
signed and illustrated; non-prospects 
eliminated by careful selection and con- 
trol of sales messages, and new agents 
taught the use of direct mail. 

The razor sharp round table was next 
on the program. Mr. Hindermann pre- 
sided. “Ask Sharp—Answer Sharp” was 
the impression made at this session. 

A tour of the ultra-modern Pan- 
American Life building concluded the 
second day. 

The final day got underway with the 
“hot ideas’’ session. Panel comments 
were brief but pointed and all found 
them to contain sound advice. A pro- 
posed L.I.A.A. workshop was then dis- 
cussed for this section of the country. 
Mr. Richardson led the discussion and 
all the comments were favorable. 


| <The 
COMMONWEALTH 
Commentary 


Six-Way Leadership 


It is a matter of record that Kentuckians regularly buy 
more life insurance from Commonwealth than from any 
other of the more than 100 combination and ordinary 
life insurance companies licensed in the state. 


Again, in 1951, Commonwealth led all these other com- 
panies on six separate counts: 


Sales of Ordinary Insurance 
Sales of Weekly Premium Insurance 


Total Sales 


Gain in Ordinary Insurance in Force 
Gain in Weekly Premium Insurance in Force 
Total Gain in Insurance in Force 


This leadership clearly shows the confidence that Ken- 
tuckians have always placed in their largest home-state 


company. 


INSURANCE IN FORCE, April 1, 1952 — $554,416,874 


ie 


a) COMMONWEALTH 
Life Insurance Company 


HOME OFFICE © COUISVILLE, KY. 


The Doorway to Security 


> ——_ 





Zone 3 Adopts Rules 
on Credit Cover 


N.A.I.C. Will Lengthen 
June Meeting; Zone 
5 Holds One a Year 


(C. Lawrence Leggett, Missouri jn- 
surance superintendent, was elected 
chairman of zone 3 of N.A.I.C. at the 
convention at Panama City, Fla. There 
were approximately 250 persons pres- 
ent at the meeting attended by all the 
zone commissioners except Allen of 
Tennessee, chairman of zone 3, who is 
still ill. Commissioners from other zones 
present were Sullivan of Kansas, presi- 
dent of N.A.I.C., Life Commissioner 
Butler and Casualty Commissioner 
Smith of Texas, Bohlinger of New York 
and Murphy of South Carolina. 

Sullivan stated that zone 5 has now 
decided to hold only one meeting a year, 
Murphy reported that the June meeting 
of N.A.I.C. will be extended one day 
for the commissioners only. 

The final day of the meeting witnessed 
service by a U. S. marshal of papers ina 
suit by Bankers Life & Casualty of Chi- 
cago for $30 million against Cravey of 
Georgia, Larson of Florida, Reserve Life 
of Dallas, and C. C. Bradley, its vice- 
president; George Washington Life of 
Charleston, W. Va.; Professional of 
Jacksonville, Fla., and American Secur- 
ity Life of Texas. The suit asks triple 
damages under the Sherman and Clay- 
ton anti-trust acts, charging the com- 
missioners and companies mentioned 
with conspiracy in restraint of interstate 
trade with the purpose of destroying the 
plaintiff’s business. A more complete 
description of this suit is carried else- 
where in this issue of THE Nationa. 
UNDERWRITER. 

The zone adopted a report of the sub- 
committee on rules and regulations gov- 
erning the sales of credit life and credit 
A. & H. with deletion of four para- 
graphs along the lines suggested by 
Cecil Woods, president of Volunteer 
State Life. These rules limit the amount 
of credit life written to the original face 
amount of the specific contract of in- 
debtedness in connection with which 
it is written. The rules also provide that 
the total indemnity provided under one 
or more policies of credit A. & H. shall 
not exceed the total amount to be re- 
paid on the loan. 


Wording of Deletion 


Among the paragraphs deleted was 
one stating: “However, in the event the 
indebtedness is repayable in a term of 
less than 12 months and the original 
amount of such contract of indebtedness 
is $100 or less, monthly indemnity under 
One or more policies of credit accident 
and health insurance may be written in 
an amount not to exceed the original 
amount of the contract of indebtedness.” 

Removal of this paragraph aroused 
opposition from Kirk A. Landon, Flor- 
ida credit insurance general agent and 
his associate, Harold L. Buck. Mr. 
Buck admitted that while with larger 
loans it has been clearly established that 
life insurance in the amount of the in- 
debtedness and disability insurance pro- 
viding a monthly benefit of the amount 
of the monthly installment is fair and 
practical. He said, however, that when 
this formula is applied to the very small 
loans, it becomes apparent that the in- 
surance protection is so limited in 
amount as to have no real economic 
benefit or value to the small borrower 
in time of illness or disabling accident. 
He said that after testing many for- 
mulas the one that seems both practical 
and workable was that embodied in the 
above-quoted paragraph which was even- 
tually ruled out of report accepted by 
zone 3. 

The suit instituted by Bankers L. & 
C. was the subject of a long executive 
meeting of the commissioners on the 
final day. 
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Actuaries Discuss 
Fufure of Major 
Medical Expense 


Whittaker Predicts Large 
Volume; Slow Start Mainly 
Due to WSB Restraints 


WASHINGTON—Catastrophe A. & 
H., or major medical expense insurance, 
appears to have a considerable future, 
despite its relatively slow start, judging 
from the informal discussion at the east- 
ern spring meeting of the Society of 
Actuaries. 

Vice-president Edmund B. Whittaker 
of prudential characterized major med- 
ical expense insurance plans having a 
schedule of benefits as undesirable, since 
such plans are more intended to cover 
persons with ‘higher incomes, who are 
subject to greater charges for such ex- 
penses. : 

Higher income groups also show a 
higher rate of participation in such plans, 
even on an employe-pay-all basis. Mr. 
Whittaker found great interest in these 
plans and predicted a large volume of 
business within the next few years. 


WSB Has Been Snag 


Mr. Whittaker said that not much of 
the catastrophe type coverage has been 
sold, chiefly because of the need for wage 
stabilization board approval. Under pres- 
ent WSB rules the employer can pay 
only 60% of the cost of the employe’s 
coverage and nothing for his depend- 
ent’s. Mr. Whittaker believes WSB will 
approve plans under which the employe 
pays half the cost of the benefit for him- 
self and his dependents. 

This would mean a not unduly heavy 
outlay but even if it were pretty high 
he believes it can be sold. The insurer 
should have the coverage in its own 
people, he said, since it causes some 
sales resistance if the employer asks 
whether the company has the coverage 
and finds it hasn't. 

In selling such a plan it is far better 
to appraise all factors realistically, Mr. 
Whittaker said. If assumptions are too 
favorable and it becomes necessary to 
raise the rate at the end of the first 
year, it may not be possible to get the 
necessary degree of participation. 


Connecticut General’s Plans 


The two types of major medical ex- 
pense insurance being offered by the 
Connecticut ‘General were described by 
William Keffer. These are a “flat de- 
ductible”’ plan, and one with an in- 
creasing deduction as income increases. 
Both plans are offered only to large 
groups. He believes that 1951 was not 
a representative year for sales, because 
of the experimental nature of the cov- 
erage and the difficulties imposed by 
stabilization regulations. Some evidences 
of anti-selection have already been found. 
He prefers an increasing to a flat de- 
ductible plan, and speculated that major 
medical expense insurance might be the 
key to the combination of all types of 
group hospital and medical coverages. 

The extended medical expense cov- 
erage issued by Metropolitan Life was 
described by William Thomas. He point- 
ed out the need for careful integration 
with existing plans, and individual tail- 
oring. Plans are offered both with and 
without inside limits on such items as 
hospital room and board charges and 
surgical costs. The plans are not as 
attractive to lower-paid employes since 
they may not expect to receive benefits 
worth the extra contribution required. 


Separate forms of extended coverage 
(CONTINUED ON PAGE 8) 


ST. LOUIS MANAGEMENT CONFERENCE 





Ego Recognition Based on Superficial 
Values Often Useless as Stimulus 


ST. LOUIS—Ego recognition is a 
stimulating 


widely used principle in 
agents but with 
some types of men 


there is danger 
that recognition 
based on superfi- 


cial or merely ma- 
terialistic values 





will prove empty 

and _ meaningless, 

leaving the man’s 

ego still starved 

and his’ morale 

wobbly because 

this type of rec- 

ognition fails to za 

take into account theenes tac ee 

his deeper needs 

and drives. : 
This need for managers learning 


more about what motivates their agents 
was stressed by Horace ‘R. Smith, su- 
perintendent of agencies of Connecti- 
cut Mutual, in his talk at the St. Louis 
management conference this week. The 
conference was sponsored jointly by the 
St. Louis Life General Agents & Man- 
agers Assn. and Washington University 
school of business and public administra- 
tion. 

Mr. Smith was not talking about the 
highly extroverted fellow with plenty 
of steam in his boiler but about the 
basically weak and insecure type of 
person who nevertheless often has ex- 
cellent potentialities in sales work. 

“When such a person goes into sales 
work, as many do through sheer drive 
of frustration and desire for freedom, 
his positive qualifications—intelligence, 
training and skill in handling people— 
may come to his assistance and he may 
succeed to a very high degree,” said Mr. 
Smith. “In fact, many men have been 


observed in recent years who fit this 
category. 

“Such men more than compensate in 
their faithfulness to duty and their will- 
ing and joyful compliance with instruc- 
tion for what they may lack in cour- 
age and fortitude.” 

Mr. Smith pointed out that when a 
man of this type finds himself in a situ- 
ation that demands more in self-reliance 
and confidence than he has previously 
displayed, his latent weaknesses may 
suddenly come to the fore. He begins 
to feel worried and his sense of in- 
security and discouragement gets hold 
of him again. He needs someone he can 
go to or someone who will volunteer, 
because of having observed the situa- 
tion, who can tactfully and with 
strength lead him back to solid ground. 

By-passing material types of stimula- 
tion such as contests, conventions and 
awards, Mr. Smith stressed the appeal 
of “those more aesthetic types of stimu- 
lation which mature in terms of satis- 
faction for jobs well done, peace of 
mind, the warm glow that comes from 
victory, and the fulfillment of objectives 
which are related to those greatest of 
virtues of mankind which are found 
in unselfishness and genuine interest 
in others.” 

The greatest and most fundamental 
urge which can be developed through 
stimulation is the urge for freedom, said 
Mr. Smith. Freedom from limitation, 
from want, from frustration, from regi- 
mentation, and freedom to do all the 
positive and fundamentally good things 
that are the hope of every worthwhile 
individual are all powerful motivating 
forces. The need is to get men to rec- 
ognize that a superior job of selling life 
insurance is a means to those ends. 








No. 2 





Number One 


The numerals sewn on the backs of the shirts of 
baseball players are there to identify individuals. The 
fans in the bleachers know all the numbers by heart, 
and they know that a few of the numbers are missing 
because when certain famous players retired their num- 
bers were retired with them. 


There are no numbers on the shirts of a company’s 
underwriters, but the numbered positions on the pro- 
duction lists are of very real significance. The under- 
writers may not be very much concerned about who is 
or No. 3 or 4, or 5. 
land in position No. 1. The underwriter in the sixth 
position will tell you that the reason he is No. 6 instead 
of No. 16 is that he keeps his ambition focused on the 
most enviable position of all, No. 1. 
coveted perpendicular digit is also in the struggle for 
position No. 1. He wants to hold it next year, too. 


All the top-flight producers are on an even keel in 
that they all expect the best — and work for it. 





THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


They are all struggling to 


The holder of the 

















Security Valuation 
Reserve Draws Fire 
of Top Actuaries 


Society Told Emergency 
Funds Should Be Available 
for All Contingencies 


WASHINGTON—The annual state- 
ment requirement initiated in 1951 to 
set up special reserves in life companies 
for security valuation fluctuations came 
in for criticism from several eminent ac- 
tuaries at the eastern spring meeting of 
the Society of Actuaries. 

They emphasized that emergency re- 
serves should be all-inclusive in their 
scope, available for all emergencies and 
not allocated to specific hazards. Over- 
lapping reserves might adversely affect 
policy dividends, they indicated. 

Among those criticizing the new re- 
quirement were Edward Marshall, vice- 
president and actuary of Provident Mu- 
tual; Ray D. Murphy, executivea vice- 
president of Equitable Society, and John 
Stearns, vice-president and actuary of 
New England Mutual. 

Participants in the informal discussion 
of the new annual statement agreed for 
the most part that it is superior to the 
old, although several respects in which 
Improvements could be made were 
pointed out. It was brought out that in- 
clusion of figures on the cash basis as 
well as those on the revenue basis was 
not all loss, since federal income tax and 
state premium tax requirements include 
cash figures. 

More than 500 attended the two-day 
meeting, which was opened by President 
B. T. Holmes, vice-president and actu- 
ary of Confederation Life. 

Overweight persons are apparently 
losing ground and today show greater 
extra death rates than formerly. The 
relative mortality of moderate over- 
weights has increased in recent years, 
especially at younger ages, said E. A. 
em associate actuary of Metropolitan 

ife. 


Suggests New Weight Table 


Norman Brodie, assistant actuary 
Equitable Society, said that a recent 
analysis showed the overweight mortal- 
ity relatively worse than in former 
studies, and he suggested that in any 
inter-company study a new table of 
average weights should be developed. 

In spite of the apparent upturn in 
Overweight mortality, the death rate 
among persons with health impairments 
of all kinds has tended lower, several 
speakers stated. 

That extra risk persons have enjoyed 
an even greater reduction in death rate 
than have persons in good health, was 
indicated by B. S. Pauley, Prudential’s 
assistant director of ordinary underwrit- 
ing. 

Citing the experience of his company, 
D. N. ‘McCormick, associate actuary 
London Life of Canada, said that up to 
1945 the under-standard risks had im- 
proved to about the same extent as 
standard risks, but since 1945 the death 
rate on the extra-risk cases has shown 
a greater improvement. 

In most cases, the speakers credited 
part of the improvement to more accurate 
diagnosis of impairments. 

Discussing the war hazard, Oswald 
Jacoby, bridge expert and former life 
company actuary, said that the outlook 
for world peace is not bright and the 
life companies could well consider add- 
ing a war clause to all new policies, on 
both military personnel and civilians. 

“There is little likelihood that an armi- 

(CONTINUED ON PAGE 8) 
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Agents Underpaid, 
Rust Believes, 
But Relief Near 


Richard S. Rust, 
secretary of Union Central, 
the annual sales 
convention of Ken- 
tucky State Assn. 
of Life Under- 
writers at Lexing- 
ton that the life in- 
surance salesman is 
underpaid but he is 
certain that correc- 
tion is not far dis- 
tant. He termed 
the maladjustment 
of compensation is 
relative and tem- 
porary and caused 
by inflation. 

Mr. Rust com- 
mented, “I am _ personally convinced 
that soon the day will return when the 
commission-paid insurance  worker’s 
service to humanity will be rewarded 
not only by the increasing respect and 
gratitude of his policyholders, but prac- 
tically, by a higher commission for 


vice-president and 
declared at 


Richard S. Rust 





services rendered in the stewardship of 
the security of the American family— 
for the commission-paid insurance work- 
er is, in a literal as well as a figurative 
sense of the word, a social engineer. 
In countless cases, involving billions of 
dollars’ worth of what we laconically 
call ‘claims paid,’ he is the architect of 
the estate of the policyholder. Insurance 
is agreed to be the modern method by 
which men make the uncertain certain, 
the unequal equal and, most certainly, 
the man or woman worker who by tal- 
ent and training and tirelessness helps 
create wealth is entitled to higher recog- 
nition, ethically and financially, than 
he or she now receives. If you had 
signed, as I have signed, millions and 
millions of dollars in checks for men 
and women who wouldn’t have saved 
otherwise, you’d then know the work- 
value of the men and women in the 
insurance ranks, the commission-paid 
insurance salesmen. 


Salesmen Is Essential 


Mr. Rust continued eloquently: “I 
ask you please to remember that I 
speak to you as one of millions of life 
insurance policyholders in the United 
States—as a policyholder who was a 
prospect—until a life insurance sales- 
man converted me and I was saved. 
We know, we insurance men, that the 





Is This What 


1) THREE YEAR TRAINING PROGRAM 
2) TWO YEAR FINANCE PLAN FOR NEW MEN 


3) LIFE— ACCIDENT—SICKNESS — HOSPITALI- 
ZATION ALL UNDER ONE CONTRACT 


» EXCELLENT TERRITORY FOR EXPANSION 


WE HAVE IT! 


OUR BUILDERS OF MEN PLAN HELPS OUR MEN SUCCEED 


RALPH E. KIPLINGER 
PRESIDENT 


1952 —- OUR SECOND HALF CENTURY 


GUARANTEE MUTUAL 
LIFE COMPANY 


Since 190] 





You Want? 


GEORGE L. HAMLIN, C.L.U. 
AGENCY VICE PRESIDENT 


Omaha, Nebraska 


most helpful invention ever contrived 
would hardly have its proper influence 
on civilization unless there were spe- 
cialized persuasive salesmen that cham- 
pion its rights, expose the fallacies of 
‘doing without’ and break down the 
prejudice with which the average pros- 
pect surrounds himself. 

“We know that life insurance protec- 
tion would never have been spread to 
cover 100 million citizens of the United 
States nor will it continue to grow 
without insurance salesmen. This splen- 
did labor must receive more adequate 
compensation.” 

Mr. Rust went on to say that the 
happiest man in the world is the life 
insurance salesman and that he meant 
this from the bottom of his soul. The 
factors he ascribed to making the life 
insurance salesman happy were: 1. He 
works hard. 2. He succeeds at his work. 
3. He loves his work. 4. His work is 
lucrative. 5. His work helps mankind. 
Each of these factors is essential to 
true happiness, he said. 


GOLDEN ANNIVERSARY ISSUE 


Little Gem Holds 
Vital Sales Answers 


comprehensive 








Providing up-to-date, } 
and easy-to-use factual information 
concerning modern life insurance, in- 
cluding the contracts, rates, values, and 
options of 198 companies, and financial 
and operating figures on 308 companies, 
the new 1952 Little Gem Life Chart is 
now being mailed to the many thou- 
sands of life insurance agents who are 
anxious to keep abreast of the forward 
movement of life insurance. 

In this compact, new 768 page edi- 
tion—the golden anniversary issue— 
are the facts and figures to provide 
ready and proper answers to all sorts 
of unexpected questions, concerning the 
contracts of companies whose business 
represents nearly 99% of the total life 
insurance in force today. The new Lit- 
tle Gem constitutes truly a great store- 
house of factual information, helpful to 
everyone concerned with life insurance, 
all presented in impartial, easy-to-read 
form. The current policies are analyzed 
in detail, premium rates and cash values 
are shown for all of the most popular 
forms, dividends are also shown along 
with net cost, both on the current scale 
and on an actual history basis for poli- 
cies issued 19 and 20 years ago. Limits. 
including non-medical, and retentions, 
are there also, along with much addi- 
tional useful information. 

Much has changed since the last edi- 
tion of this widely used reference work. 
Dividend scales have been increased by 
15 companies, among them being the 
Connecticut General, Connecticut Mu- 
tual, Equitable of Iowa. Fidelity Mu- 
tual, Manufacturers, Pacific Mutual, and 
Penn Mutual. Many new policies have 
been added. A large number of com- 
panies have revised rates on some of 
their plans, especially term and term 
riders, while others have revised all of 
their rates. Most companies have in- 
creased their limits and some are is- 
suing insurance at older ages. 

Among the several special sections of 


the Little Gem, the financial and operat- 
ing reports section, providing extracts 
from the statements of 308 companies, 
will be of unusual interest this year, 
Completely revised to follow the new 
annual statement form, this section 
now shows premium income, amounts 
paid policyholders, and dividends paid, 
on an accrual basis. New columns for 
capital and group insurance have been 
added. Net gains from operations, a 
new item in the statement, is shown for 
the first time. Total business figures 
and ratios of investment income to mean 
assets, complete this section. 

Every page of the juvenile section has 
been completely changed because of the 
revision of rates made by numerous 
companies, now issuing insurance with 
full benefit at age one. Other important 
sections include those covering immedi- 
ate annuities, settlement options back 
to 1910, and a broad treatment of the 
contracts, costs and values of weekly- 
pay contracts issued by 45 companies. 
All of these sections have been likewise 
brought up to date. The section service- 
men’s indemnity and insurance acts, 
has been incorporated along with the 
coverage of N.S.L.I., social security and 
U. S. government ‘life insurance, are 
also described in abbreviated form, aug- 
mented by important tables. 


Powerful Sales Aid 


All of the many facts and figures, as 
presented in the new Little Gem, are 
powerful sales aids. Sizeable commis- 
sions often hinge on the ability to 
give the proper answer promptly, be- 
cause field men never know in ad- 
vance just when a particular answer will 
clinch a sale. Because the Little Gem 
provides such a broad background of 
these necessary answers, all presented 
in concise standardized form, more life 
insurance men purchase it every year 
than any other reference book. Ship- 
ments of the many thousands of advance 
orders for Little Gems are now being 
made as rapidly as possible, in sequence 
as ordered. It takes several weeks to 
complete all deliveries, so great is the 
demand for new Little Gems _ each 
spring. Selling singly at $3.50, and in 
quantities of 6 or more at $3.15, addi- 
tional copies may be ordered from The 
National Underwriter Co., 420 East 
Fourth street, Cincinnati 2, O., or from 
any other National Underwriter office. 





Heller Subcommittee Sets 
SEC Hearings for May 20-21 


WASHINGTON—The Heller  sub- 
committee investigating SEC has set 
May 20-21 for hearings on direct place- 
ments. Among other problems to be 
resolved is whether or not direct place- 
ment of life insurance funds should be 
required to be registered with SEC. 
Certain brokers and investment bank- 
ers are reportedly demanding this. 


Must Cover Boxers in Mich. 


Gov. Williams of Michigan has signed 
an act providing that boxing promoters 
must insure contestants for at least 
$1,000 for medical or hospital expenses 
arising out of injuries in bouts and 
$5,000 for death. 











good salary to the man we employ. 


Home Office 





Continental Life is interested in employing a young man who has had 
actuarial and accounting education and practical experience in the 
home office of a company issuing life, health and accident insurance. 


The duties will be supervision of all home office records, reserves, ac- 
counting, policy forms, and serving as comptroller. Position permanent; 


If interested, please contact Sterling Holloway, President. 


CONTINENTAL LIFE INSURANCE COMPANY 
Capital and Surplus, $1,424,417.00 


Fort Worth, Texas 


Continental Life Building 
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W. A. Knight New 
President of Ohio 
A. & H. Association 


Meeting the needs and wants of pros- 
pects was the theme developed at the 
sales congress and convention of Ohio 
Assn. of Accident & Health Underwrit- 
ers at Cincinnati, April 24-25. <A regis- 
tration of some 170 attendants was 
drawn from the eight local organizations 
in the state—Akron, Canton, Cincinnati, 
Cleveland, Columbus, Dayton, Toledo 
and Youngstown. Convention time was 
about equally divided between business 
and pleasure to make wholesomely pal- 
atable the food of sales information pre- 
pared by Convention Chairman William 
A. Case, Inter-Ocean. 

William A. Knight, Federal Life & 
Casualty, Cleveland, was elected presi- 
dent. R. W. Bickelhaupt, Mutual Bene- 
ft H. & A., Cincinnati, is first vice-pres- 
ident; William S. Steiger, Massachusetts 
Indemnity, Cleveland, is second vice- 
president, and A, E. Richey, Columbus, 
is third vice-president. Homer Trant- 
ham, Insurance Federation of Ohio, 
Columbus, remains as executive secre- 
tary. L. J. Erlsten, Hoosier Casualty, 
Canton, is chairman of the executive 
poard. Board members are presidents 
of the local associations. 


Discusses New Presentation 


Carl Ernst, North American Life & 
Casualty, St. Paul, president of the In- 
ternational association, discussed “sales 
power” as derived through the develop- 
ment in his agency of a sales presenta- 
tion, which he demonstrated. A rule of 
first importance in preparing sales ma- 
terial, he said, is to use nothing that 
could not be put in writing. 

A number of methods were tested in 
preparing the material, and it was found 
that the same idea will not work for 
everyone. “By the process of elimina- 
tion,” he said, “you discover what little 
new material you can find and how old 
the material is that you do use.” The 
sales talk was designed so that there is 
very little prospect participation. The 
visual material, he said, should include 
statistics, newspaper items, company in- 
formation, visual sheets, and pictures of 
accidents. ‘The prospect is entitled to 
expert knowledge,” he said, “and in 
knowledge there is confidence.” 


Urges Agent Self-Analysis 


Sales problems have become increas- 
ingly diversified, and it is necessary to 
analyze continuously the job of selling, 
and to employ the priceless ability of 
self-analysis, said Edward R. Hodgkins, 
vice-president of agencies of Massachu- 
setts Protective and Paul Revere Life. 
“Take a personal inventory,” he urged. 
“How well do you really know your 
own strong points and weaknesses?” 

He said that it lies within the power 
of the agent to analyze himself and his 
problems, and to arrive at a correct 
solution and bring about self-improve- 
ment. “Not one of us will ever reach 
the point where there is no room for 
improvement,” he said. “If you want to 
sell others, sell yourself first.” 

He cited the rapid growth of A. & H., 
compared with other lines, and predicted 
that the entry of more companies into 
the business will create a boom, with the 
competition bringing continued improve- 
ments in coverages. 

Arthur J. Wade, district manager of 
Reliance Life at Cincinnati, said that he 
learned the “psychology of selling,” which 
was his subject, by making calls and 
meeting people. Selling, he said, cannot 
be reduced to a formula—it is all right 
in theory, but in practice it is important 
to concentrate on the individual and try 
to meet special needs. 

“The primary qualification of a good 
salesman lies in the fact that all his cli- 
ents think they got a good buy,” he said. 
“People have definite preferences as to 
where they buy. The big factor in get- 
ting business is to make a person think 
he or she is somebody special.” Make 


the sales story simplicity itself, he sug- 
gested. The prosnect is interested in 
himself, and the story should be pre- 
sented from his angle and it has to be 
told simply so he can understand it 
easily. 

Mr. Wade discussed seven basic fac- 
tors of top-flight salesmanship: (1) Rid 
yourself of mental obstacles; (2) take 
the wind out of the customer's sails by 
turning objections to your own account; 
(3) never cut the corners in your sales 
talk; (4) never tell a story without a 
build-up—there is no short-cut to a sale 
if properly made; (5) don’t be a scoffer 
at ideas because you tried one once and 


it didn’t work; (6) paint accurate word 
pictures—make the prospect wish he had 
your product; (7) follow a straight line 
in the sales story. 

Successful ideas in selling and ways 
in which they might be applied were 
discussed by William G. Coursey, execu- 
tive secretary of the International asso- 
ciation. 

Myers Y. Cooper, former governor of 
Ohio, was the luncheon speaker in the 
sales congress portion of the program. 
He discussed “Preserving the American 
Way,” and contrasted the higher living 
standards of the United States with those 
he observed in European countries. 


Panel at Joint Peoria Meet 


Levi E. Botten, director of adminis- 
tration Life Underwriter Training Coun- 
cil, led a panel on L.U.T.C. at a joint 
meeting of Peoria Assn. of Life Under- 
writers, Peoria managers, and Peoria 
C.L.U. Chester T. Wardwell, general 
agent Connecticut Mutual Life, was 
chairman. 





James R. Slote has been appointed 
field assistant to Anthony P. Musalo, 
general agent of Continental American 
at Brooklyn. He entered life insurance 
in 1949. 











Alvin C. Joslin 


Walter R. McClure, C.L.U. 
Frank C. Mullinix 
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Congratulations 


For a Job Well Done 


to the 


ROSS M. HALGREN AGENCY .. . INpDIANApOLIs, INDIANA 
WINNER OF THE STATE MUTUAL 


PRESIDENT’S CUP 


A trophy awarded annually to the Agency with the best over-all record 
in sound agency management reflecting the high average results of 
successful career associates and the excellent quality of their business. 


ROSS M. HALGREN, C.L.U., General Agent 


Associates 


Leon Lawhead, C.L.U. 
William A. Tidwell 
Estel R. Snyder 
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The NATHAN P. PAULUS AGENCY, DAYTON, OHIO 
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Jaqua Calls for 
More Truth in “Ads” 
of Life Companies 


Speaking before the Life Insurers 
Conference, A. R. Jaqua, director of the 
Southern Methodist Institute of insur- 
ance marketing, indicated that there are 
numerous irrelevancies in life insurance 
advertising directed at agents and the 
public and that there needs to be con- 
siderably more truth put into such ad- 
vertising. Mr. Jaqua quoted from a 
number of statements appearing in ad- 
vertising to prove his point that many 
of the facts of life are glossed over in 
advertising. 

He said that one company advertised 
that its featured agent wouldn’t trade 
jobs for anything. This very company 
has 23% of its men in the $150,000 a 
year production bracket. Furthermore, 
out of a group of 100 of its new agents, 
only 61 persisted at the end of the first 
year, 41 at the end of the second, 36 
at the end of the third and 28 at the 
end of the fourth. 

In another case, a company advertised 
that its agents are expertly trained to 
do a professional selling job when as 


a matter of fact the company is look- 
ing for an educational director. 

A third company advertised in a paper 
with primarily agent circulation that its 
selection of a mortgage loan correspond- 
ent is as important as the selection of 
an agent. 

He quoted from an eight-page cir- 
cular containing field “helps” to show 
that many of its ideas are impractical, 
irrelevant or indefinite. 

Mr. Jaqua termed it highly important 
that the other employes of a company 
treat the agent with proper respect and 
consideration, because every other job 
depends on the successful outcome of 
the agent’s job. 





Discusses Actuarial Trends 


Alfred N. Guertin, actuary American 
Life Convention, discussed actuarial 
trends at a recent lecture at University 
of Connecticut. The talk was the fourth 
in a series of five made possible by the 
recent $5,000 grant from New York 
Life. 





A lie detecting machine will be dis- 
cussed and demonstrated by J. E. Reid 
of Reid & Associates, at the May 7 
meeting of Chicago Home Office Life 
Underwriter Assn. 
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INSURANCE 


Fifty-Eighth Year of 


Dependable Service 


* The State Life Insurance Com- 


Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $78,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $215,000,000 .. . The 
State Life offers splendid agency 
opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those qual- 


* 


THE STATE LIFE 


$178,000,000 to 


w 


COMPANY 


Magazines, Dates for Life Companies’ 
May National Advertising Are Given 








NEW YORK—Fourteen life compa- 
nies will run advertising in one or more 
national magazines of general circula- 
tion during May, according to a survey 
completed by THE NaTIONAL UNDER- 
‘WRITER showing the names of the maga- 
zines and the issues for which the adver- 
tising is scheduled. THe NATIONAL 
UNDpERWRITER plans to print these sched- 
ules each month if interest among its 
readers appears to warrant it. 

Following is the schedule for May: 

Connecticut General—Harvard _ Busi- 
ness Review, May; Newsweek, May 19; 
Wall Street Journal, May 5, 19. 

John Hancock—Life, May 5; News- 
week, May 12; Saturday Evening Post, 
May 24; U. S. News & World Report, 
May 9. ‘ 

Lincoln National—Saturday Evening 
Post, May 3, 17. : 

Massachusetts Mutual—Time, May 26. 

Metropolitan Life — American, May; 
Business Week, May 10; Collier’s, May 
10; Cosmopolitan, May; Forbes, May 1; 
Good Housekeeping, May; Ladies’ Home 








Ore. Physicians Win 
Supreme Court Test 


The U. S. Supreme Court in a 7 to 1 
decision this week held that the Justice 
Department failed to prove its anti- 
trust charges against Oregon Physi- 
non-profit insurance 


cians Service, a 
plan operated by Oregon State Medical 
Society. 

The American Medical Assn. had 


criticized the government action as an 
attempt to terrorize the medical pro- 
fession and impose the administration’s 
plan for compulsory health insurance. 
The Justice Department has been inves- 
tigating similar insurance plans oper- 
ated by doctors’ groups in nearly a 
dozen other states. 

The government claimed, after seven 
years of successful operation of Oregon 
Physicians Service, that the doctors con- 
spired to restrain and monopolize the 
business of providing prepaid medical 
care in Oregon and that they conspired 
to restrain competition between the 
doctor-sponsored medical plans within 
the state. 


Dismissed in District Court 


The district judge had dismissed the 
government complaint on the ground 
that none of the charges had been proved 
by a preponderance of evidence. The 
case was appealed directly to the Su- 
preme Court, which said that no im- 
portant questions of law or of statutory 
construction were involved. The issue 
was solely one of fact, and in view of 
the government’s request that the Su- 
preme Court overrule every one of the 
district judge’s findings, the court noted 
that in substance it was asked to try 
the case de novo, which it declined to do. 

The court said that by striking out 
the events and actions of the medical 
society prior to 1941, when Oregon Phy- 
sicians Service was organized, except 
for illustration or background infor- 
mation, “little of substance of the gov- 
ernment’s case is left. The case de- 
rives its coloration and support almost 
entirely from the abandoned practices.” 

Since no concerted refusal to deal 
with private health associations was 
proved, the court said it did not have 
to decide whether this would violate the 


Indianapolis, Indiana 
es 


MUTUAL LEGAL RESERVE FOUNDED 1894 





























anti-trust laws, but added “there are 
ethical considerations where the his- 
toric direct relationship between patient 
and physician is involved which are 
quite different than the usual considera- 
tions prevailing in ordinary commercial 
matters, This court has recognized that 
forms of competition usual in the busi- 
ness world may be demoralizing to the 
ethical standards of a profession.” 

The opinion was rendered by Justice 
Jackson and the dissent was by Justice 
Black. Justice Clark took no part in 
the case. 


Journal, May; McCall’s, May; Nationa] 
Geographic, May; Newsweek, May 2: 
Saturday Evening Post, May 3; U. g’ 
News & World Report, May 2; Woman's 
Home Companion, May. 

Mutual Benefit Life—Saturday Eve. 
wine Post, May 24; Scholastic, May 7, 
14. 


Mutual Life—American, May; Better 
Homes & Gardens, May; Colliers, May 10: 
Newsweek, May 26; Parents, May; Satur. 
day Evening Post, May 10; Sunset, May; 
Time, May 19. } 

National Life of Vermont—American 
May; New Yorker, May 17. F 

New England Mutual Life—Dun’s Re. 


‘view, May; Harvard Business Review, 


May; Nation’s Business, May; Newsweek 
May 12; Saturday Evening Post, May 3: 
Time, May 26. f 

New York Life—Business Week, May 
24; Collier’s, May 17; Country Gentle- 
men, May; Dun’s Review, May; Fortune, 
May; Life, May 5; Nation’s Business, May: 
Newsweek, May 19; Saturday Evening 
Post, May 24; Successful Farming, May; 
U.S. News & World Report, May 2. ’ 

Northwestern Mutual Life—Newsweek, 
May 5; Time, May 19; U. S. News & 
World Report, May 9. 

Penn Mutual Life—Saturday Evening 
Post, May 24. 

Prudential —Independent Newspaper 
Supplements, May 11; Newsweek, May 
19; Parade, May 11; Saturday Evening 
Post, May 17; This Week, May 11; Time 
May 19. : 
_Security Mutual of Binghamton—vw, §, 
News & World Report, May 9. 


FOUR ANSWERS 


the AGENCY MINDED 
LIFE UNDERWRITE 


an 


QUALITY mutuAL 
COMPANY 


Best's Highest Rating 

Over Half Century Old 
Over $350,000,000. Insurance 
Over $115,000,000. Assets 
Over $9,500,000. Surplus 
Full Level Premium Plan 
Sub-Standard Issuance 

Very Low Net Cost 


QUALITY compensation 


Generous for Underwriter 
Unusual General Agency Plan 
A Fine Retirement Plan 
Very Well Vested 


QUALITY traininc 


Home Office Schools . «e for 
New Life Underwriters 
General Agents 

Refresher Training Schools 
At Company Expense 


QUALITY territories 


Often possible . . . for 

An Agency Minded Man 

Who wants to build 

A Compact Quality Agency 
Write to 


CENTRAL LIFE 


ASSURANCE COMPANY 
DES MOINES, IOWA 


A MUTUAL COMPANY 
One of Whe bes} 
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lowa Commissioner 
Opposes Non-Par 


Policies of Mutuals 


DES MOINES, Ia.—Iowa Commis- 
sioner Charles R. Fischer has indicated 
he will not approve mutual life insur- 
ance companies writing non-participat- 
ing policies in Iowa until he could ex- 
plore fully the legal aspects involved, 

Fischer said that mutual companies 
writing non-participating life insurance 
is contrary to the concept of equality 
of the policy-holders, in that they are 
supposed to share and share alike in 
the profits of the company. He pointed 
out that non-participating policies would 
be contrary to the organization’s arti- 
les. 
©The department has not issued a 
ruling on the matter at the present time 
but the commissioner’s remarks indi- 
cated that the department planned to 
take a firm stand and not approve such 
policies until the matter has been finally 
determined by the legal staff of the 
department. 


Cleveland Alone in 
Quarterly Increase 


An 18% gain for Cleveland represented 
the only quarterly increase in ordinary 
business among the large cities, accord- 
ing to L.IL.A.M.A. New Mexico led all 
states for the quarter with a 35% gain. 
Alabama and Arizona were next at 34%. 

A drop in ordinary sales for March 
was registered in every large city, al- 
though nationwide sales for the month 
were up 11% over March of last year. 
Cleveland sales, showing the smallest 
decrease, were down 3%. Boston drop- 
ped 7%, and New York City was off 
11%. State leaders for the month were 
New Hampshire at 51%, New Mexico, 
48%, and Arizona, 39%. 


Continue Fight on Truman 
D. C. Reorganization Plan 


WASHINGTON-—Insurance interests 
are preparing to fight a plan for reor- 
ganizing the District of Columbia gov- 
ernment which President Truman is ex- 
pected to submit to Congress almost 
any day. 

In its preliminary form the plan pro- 
vides for integrating the D. C. insurance 
department and about 25 other bureaus 
and agencies into or with a new de- 
partment of commerce and labor. 

Several months ago insurance interests 
organized a committee headed by E. J. 
Schmuck, general counsel of Acacia Mu- 
tual Life, and including representatives 
of all segments of the business, which 
protested the plan and demanded the 
insurance department be continued as 
a separate entity at a hearing before 
the D. C. commissioners. That com- 
mittee will resume activity when the plan 
goes to Congress. It would become ef- 
fective 60 days thereafter unless voted 
down by a constitutional majority of 
either house of Congress. 

If the present D. C. insurance law 
is to be made subject to change by the 
commissioners or a director of com- 
merce and labor, it is contended insur- 
ance interests will never know exactly 
“where they are” with respect to opera- 
tions here. 


Viehmann Takes Mid-West 
to Court Over Annual Report 


Insurance Commissioner Viehmann of 
ndiana has gone to court over refusal 
of Mid-West Insurance Co. of Indian- 
apolis to submit an annual statement. 
The department has refused a license 
to this life and A. & H. company, but 
the company possesses a “perpetual” 
charter granted by the state legislature 
in 1832 before the present constitution 
was adopted and claims to be beyond 
the jurisdiction of any rules of the de- 

















partment. 


California Commissioner 
Seeks to Curb Group Action 


(CONTINUED FROM PAGE 2) 


and subject to various fluctuations. The 
department has found instances where 
agents and brokers write such letters 
giving the impression that these figures 
are certain. To the statement that such 
a practice on the part of brokers is not 
the responsibility of the company, Mr. 
Maloney replied that under the Cali- 
fornia law the department would hold 
the producer writing the letter as the 
agent of the company and proceed 


against the company’s certificate of 
authority. It was suggested that such 
letters be controlled by an amendment 
to the group law. 

The consensus was that the master 
policyholder should not perform too 
many of the functions of the insurer. 
Most company men declared they han- 
dle their own claims. In the discussion 
of allowances to employers for clerical 
work performed, it was brought out 
that these percentages vary from 2 to 
5%. Mr. Maloney opined that these 
allowances are an inducement to influ- 
ence final placing of the business. He 


indicated there will be some regulation 
controlling this percentage as well as 
the services to be performed to earn it. 

After the two days of frank discus- 
sions, Commissioner Maloney told those 
present that a bulletin, which has been 
prepared in skeleton form, will be issued 
as quickly as the bulky transcript of 
the “evidence” and suggestions can be 
studied. 





The Carlucci agency of Connecticut 
Mutual Life, Wilkes-Barre, Pa., has 
moved to new offices at 44 West Market 
street. 





THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD { fay, (y CONN, 





Our general agencies’ are equipped and eager to help 
you with your surplus cases. No matter what your require- 
ments may be in placing surplus, The Connecticut Mutual 
almost surely has a plan to give your client the proper, 


tailor-made coverage. 


HERE ARE SOME OF THE REASONS: 


Broad Limits up to $250,000 
Substandard up to 500% 


Graded Premium Ordinary Life 


e 
e@ 
@ Wide Range of Plans— Age 0-70 
@ 
@ 5, 10, 15 Year Term and Term to 65 
e 


10, 15, 20 Year Family Income and 
Decreasing Term Riders. Also Fam- 
ily Income to 65. 


@ Single Premium Annuities (includ- 
ing Deferreds) — limit $150,000 


@ Annual Premium Annuities — limit 
annual premium of $7,500 or An- 
nuity of $1,000 per month, which- 
ever is lower 


@ Pension and Profit Sharing Plans 
(including Deposit Administration 
for auxiliary account) — Available 
to Surplus Writers 


e@ Annual Premium Annuity Plans (do 
not include any insurance) — also 
available to Surplus Writers 


@ Proposal Service on Business 
Insurance 





Facts, Figures, Proposals gladly furnished. 


Phone or write our nearest office. 


Lhe 


0 
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CONNECTICUT MUTUAL GENERAL AGENCIES 


Albany 1, N. Y., mg, Purves, 75 State St. 
Albuquerque, N. M., Timothy B. Ingwersen, 
121 East Tijeras Ave. 
Atlanta 3, Ga., P. L. Bealy Smith, 
Citizens & Southern Bank Bldg. 
Baltimore 1, Md., Thomas W. Harrison, Jr., 
7 North Charles St. 
Birmingham 3, Ala., Stewart H. Welch, Jr., 
Browan-Marx Bidg. 
Boston 9, Mass., Winslow S. Cobb, Jr., 50 Congress St. 


Bridgeport 3, Conn., Harry E. Duffy, 
Bridgeport-City Trust Co. Bldg. 
Buffalo 2, N. Y., Jack O’Bannon, Liberty Bank Bl 


a, Field Bldg. 
. Fa 


U. S. National Bank Bldg. 

Des Moines 9, Ia., Sherry R. Fisher, Fleming Bldg. 

Detroit 26, Mich., Charles E. Stumb, Nat’l Bank Bldg. 

Erie, Pa., James J. Reid, Palace Bldg. 

Fort Worth 2, Tex., Thomas N. Moody, 

W. T. Waggoner Bldg. 
Grand Rapids 2, Mich., Herbert C. Remien, 
Association of Commerce Bldg. 
Harrisburg, Pa., Joseph J. H. Richter, Jr., 
Payne-Shoemaker Bldg. 

Hartford 3, Conn., Ralph H. Love, 75 Pearl St. 

Houston 2, Tex., The a Agency, Esperson Bldg. 

Huntington 9, West Va., R. Homa Houchin, 

First Huntington Nat'l Bk. Bldg. 

Indianapolis 4, Ind., Claude C. Jones, Circle Tower 
acksonville 2, Fla., Victor W. Wilson, Lynch Bldg. 
ansas City 6, Mo., Edward B. Bates, 

1016 Baltimore Ave. 

Knoxville 02, Tenn., Harry M. Watson, 
Hamilton National Bank Bldg. 

Long Beach 12, Calif., C. Carter Schneider, 
F. & M. Bank Bldg. 

Los Angeles 5, Calif., Melzar C. Jones, 
3440 Wilshire Blvd. 

Los Angeles 17, Calif., William H. Siegmund, 
_ 609 South Grand Ave. 

Louisville 2, Ky., Moss & Moss, Starks Bldg. 

Memphis 3, Tenn., A. V. Pritchartt, Sterick Bldg. 

Miami 32, Fla., Frank R. Anderson, Shoreland Bldg. 

Milwaukee 2, Wis., Kenneth W. —— Bankers Bldg. 

ynch, 


New York 6, N. Y., The Fraser Agency, 

J, M. Fraser, G. A., 149 Broadway 
New York 17, N. Y., Halsey D. Josephson, 527 5th Ave. 
New York 17, N. Y., Paul L. Guibord, 6 E. 45 St. 
New York 17, N. Y., Horace S. Jenkins, jr., 17 E. 42 St. 
Norfolk 10, Va., D. Conrad Little, Royster Bldg. 
Oakland 12, Calif., James L. Taylor, 1404 Franklin Se. 
Oklahoma City 2, Okla., Robert H. Carter, 

Petroleum Bldg. 
Omaha 2, Neb., Paul C. Kaul, 405 S. 16th St. 
Peoria 2, Ill., Chester T. Wardwell, Cent. Nat'l Bank Bdlg. 
Philadelphia 3, Pa., Stokes B. Carrigan, Architects Bldg- 
Philadelphia 3, Pa., Vernon S. Mollenauer, 

1616 Walnut St. 
Pittsburgh 19, Pa., Robert N. Waddell, Koppers Bldg. 
Portland 3, Me., Richard M. Boyd, 415 Congress St. 
Portland 4, Ore., The Merrifield Agency, Equitable Bldg. 
Providence 3, R. I., Walter K. R. Holm, Jr., 

Industrial Trust i 
Raleigh, N. C., William T. Beaty, Security Bank Bldg. 
Richmond 5, Va., J. Robert Nolley, Insurance Bldg. 
Rochester 4, N. Y., Robert M. Williamson, 

Lincoln-Alliance Bank Bldg. 
Rockford, Ill., Francis P. Beiriger, 

ockford News Tower 

Rutland, Vt., William C. Shouldice, Mead Bldg. 
St. Louis 1, Mo., Stratford Lee Morton, Arcade Bldg. 
St. Paul 1, ie. Joseph A. Diefenbach, 


Pioneer 
Salt Lake City 1, Utah, Max S. Caldwell, Judge Bldg. 
San Antonio 5, Tex., G. Archie Helland, 

Frost National Bank Bldg. 
San rg 1, Calif., Alpheus f Gillette, 

1407 Sixth Ave. 
San Francisco 4, Calif., Edward H. Dieckhoff, 

15 Montgomery St. 

Seattle 1, Wash., Edward U. Banker, 

1411 Fourth Ave. Bldg. 
South Bend, Ind., 527 Sherman Bldg. 
Spokane 4, Wash., Thomas R. Carey, Med. Cent. Bldg. 
Springfield 3, Mass., Harold W. Chader, 95 State St. 
Syracuse 2, N. Y., Limon E. Stiles, Heffernan Bidg. 

oledo 4, Ohio, Floyd A. Rosenfelt, Martin Bldg. 

Utica 2, N. Y., Frank H. Wenner, 

Utica Gas & Electric Bldg. 
Washington 5, D. C., John Lister McElfresh, 

Woodward Bidg. - 
Wichita 2, Kan., O. en Smith, 


Wheeler-Kelley- lage Bldg. 
Wilkes-Barre, Pa., Fra Curbecei, Brooks Bldg. 
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Four Decades 


1912 to 1952 





WE HAVE: 


of Progress 


1. An all time high in new sales, 
$116,000,000 in 1951 (Includes 
re-instatements and revivals) 

2. Half a billion dollars of insur- 
ance in force 

3. Complete mutualization 

4. The completion and occupancy 
of our new $3,000,000 Home 
Office building. 


A. A WELL-TRAINED SALES ORGANIZATION 
B. ARMED WITH EXCELLENT SALES TOOLS 


and 


HIGHLY COMPETITIVE SALES MERCHANDISE 


C. A LIBERAL COMPENSATION PLAN .. . 


1, Free Hospitalization 3. 
2. Group Insurance up to 
$6,000 4. 


PLUS 


A Non-Contributory Pension 
Plan 
Disability Benefits 


The progress of Pan-American Life Insurance Company is meas- 


ured by the ability and success of 


its agency organization. 


Our 238 Junior and Senior Dynamo Club Members averaged 
over $350,000 of Ordinary Life business during 1951 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 








For Information Address 
CHARLES J. MESMAN 
Superintendent of Agencies 
PAN-AMERICAN 
LIFE INSURANCE CO. 








NEW ORLEANS, U.S.A. 
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Security Valuation 
Reserve Criticized 


(CONTINUED FROM PAGE 3) 





stice will be reached in the Korean situ- 
ation,” said Mr. Jacoby, who just re- 
turned from extensive service as a naval 
commander, including work with the 
Korean armistice team. 

An appeal for a general war clause on 
all new life insurance policies was also 
made by Ross Gray, associate actuary 
Canada Life, who pictured the com- 
munist objective as one of keeping this 
country involved continuously in local- 
ized wars. 

Electronic computers capable of do- 
ing a very substantial job for the life 
insurance industry are already available, 
according to Malvin E. Davis, vice- 
president and actuary of Metropolitan 
Life. In a special report, Mr. Davis, 
chairman of the society’s committee in- 
vestigating such devices, indicated that 
electronic computers can now be re- 
garded as sufficiently reliable and versa- 
tile to be effectively used in the day-to- 
day office work of an insurance company. 

To illustrate the wide services such 
equipment could perform, other mem- 
bers of the committee presented in con- 
siderable detail, a plan for administer- 
ing ordinary insurance and indicated the 
manner in which such a plan might be 
managed with either a punched-card 
electronic computer of relatively small 
size or a large magnetic-tape computer. 
The plan described indicated that prac- 
tically every figure needed for servicing 
a particular policy could be developed 
automatically and less expensively by 
the passage of the policy information 
through an electronic computer once a 
year, on the policy anniversary. The im- 
portance of automatic file-keeping ma- 
chinery and ultra high speed printers 
may have been somewhat exaggerated, 
it was said. 

Mr. Davis concluded the committee’s 
report with his observation on the prob- 
able effect of the use of such equipment 
on office organizations and the necessity 
for developing men who understand the 
need for the present procedures followed 
in all home office operations. 

Three papers and two actuarial notes 
were presented. Marjorie Van Eenam 
and C. J. Nesbitt, University of Mich- 
igan, discussed a new method of setting 
up retirement income policies. Eugene 
A. Rasor and Robert J. Myers, social 
security administration, submitted an 
actuarial note on the valuations of shares 
in a share-and-share-alike last survivor 
annuity. Charles Trowbridge, Bankers 
Life of Iowa, presented a paper on pen- 
sion funding. Pay-as-you-go, terminal 
funding, entry age normal, unit credits 
were included among the methods dis- 
cussed. James MacLean reported on the 
recent mortality experience of the Bank- 
ers Life of Nebraska. The results of 
a special investigation of group hospital 
expense experience were submitted by 
S. W. Gingery, assistant actuary of Pru- 
dential. 





Actuaries Discuss 
Catastrophe Cover 


(CONTINUED FROM PAGE 3) 





for various classes of employes may be 
desirable. 

In opening the discussion on recent 
claim experience on group A. & H., J. 
Henry Smith, 2nd vice-president and 
associate actuary of Equitable Society, 
presented his company’s loss ratios for 
recent years. These show a distinct up- 
ward trend, particularly for hospital 
and surgical expense insurance, and in 
some instances have been above the 
levels contemplated in the premium rates. 
As factors he cited premium reductions, 
policy and claim liberalization, costlier 
medical practices and diagnostic and 
therapeutic techniques, experimentation 
with marginal types of groups, increased 





is insurance, duplication of coverage, and 
effects of inflation on costs. He called 
for careful studies of experience and 
for cooperation among all concerned 
with providing these services and in- 
surance coverage of them. 

Stanley Gingery, Prudential, confirmed 
the increase in claim rates for employes’ 
and dependents’ hospital and surgical 
benefit coverage. Prudential’s claim rates 
per unit of coverage have increased more 
for employes than for dependents, and 
more for hospital than for surgical bene- 
fits. 

Arthur Weaver, John Hancock, sum- 
marized recent expenditures as showing 
a phenomenal growth in the business, 
introduction of many new coverages, 
and a steady reduction in the margin 
between premiums and claims. He men- 
tioned as additional factors resulting in 
increasing loss ratios the entry into the 
labor market of marginal workers with 
physical handicaps, a higher proportion 
of women, and the general lowering of 
moral standards. He predicted higher 
unit claim costs in the future, but said 
that claim loss ratios might be im- 
proved by company action. 

Metropolitan Life’s experience, as 
quoted by Philip Rabenau, was along 
similar lines. He emphasized two fac- 
tors: the increasing number of cases 
with overinsurance through coverage 
in two or more plans, and gradual lib- 
eralizations in claim procedures and ad- 
ministrative provisions. He concluded 
that underlying changes had occurred in 
the benefits offered. 

Ray Albright said that the Provident 
Life & Accident experience showed a 
high loss ratio for hospital plans with 
low daily benefit ratios. He ascribed 
this to the sharp increase in hospital 
charges for miscellaneous services. In 
one area a study showed a very high 
frequency of non-operative confinements. 


Bere Gives Canadian Experience 


Some Canadian experience was pre- 
sented by George Bere, London Life. 
This showed a more level experience 
over recent years, with an actual de- 
crease in the experience on weekly in- 
demnity benefits. He pointed out that 
if economic conditions were to deterio- 
rate the experience on these weekly bene- 
fits might so become unfavorable. 

Eli Grossman, Union Labor Life, pre- 
sented a theoretical statistical method 
for deciding when the mortality experi- 
ence would justify an adjustment in the 
premium rates for group life insurance, 
and for determining the amount of any 
adjustment, based on quality control 
techniques. 

The suitability of purely statistical 
approaches to the question of premium 
adjustments was questioned by Herbert 
Stark, Metropolitan Life. He recom- 
mended waiting until experience had 
been unfavorable for two years before 
raising premium rates, and said that 
premium reductions should be made 
even more slowly, but should be made 
where indicated. In his opinion, a strict- 
ly mathematical approach could not 
properly account for all available in- 
formation such as industry-wide experi- 
ence, the effect of age distribution and 
geographical area influence. He prefers 
to follow the trained judgment of experi- 
enced underwriters. 

Walter ‘Mincks, Equitable Society, 
gave the opinion that practical considera- 


tions outweighed theoretical ones in ad-’ 


justing group premiums. He cited the 
influence of competition and the diffi- 
culty of changing premium rates fre- 
quently on employe-pay-all plans, such 
as on dependent coverages. Package 
plans have lowered the necessity for 
many changes. He doubted the value 
of mechanical methods of rate determina- 
tion. 

Edward Dougherty, Union Central, 
gave the results of a questionnaire sent 
to 17 group-permanent insurers as to 
total and permanent disability income 
benefits offered. All 17 write such bene- 
fit, but only four make the clause gen- 
erally available. In all cases the bene- 
fit reduced the face amount of insurance 


utilization of medical facilities when there and disability was covered only to age 60. 
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Life Insurers Conference in Session 


(CONTINUED FROM PAGE 1) 








cause of improper selection is that the 
manager does not have a clear picture 
of the man the company wants. He is 
apt to recruit with desperation, rather 
than with deliberation. A man_ hired 
after the fourth interview with the man- 
ager was far more likely to remain in 
the business than a man who was hired 
after the first interview. 

In its training program, Durham Life 
conducts a home office school for its 
staff managers, Mr. Coley said. A prom- 
ising staff manager is promoted to train- 
ing manager. ‘He stays in the home 
office for a period of one to three weeks, 
is sent to an L.I.A.M.A. school, and 
finally is put in charge of a building dis- 
trict. If he does a good job, he is then 
promoted to manager of a larger dis- 
trict. The district managers are given 
the company’s course first, the process 
being to train the trainer. It is neces- 
sary, he stresses, to sell the manager on 
the continued importance of training. 

A company’s top management must 
be sold on the value and importance of 
training before it can be done success- 
fully, Mr. Johnson stated. Interstate 
gives its new men a week’s pre-debit 
training and pays them a salary during 
that period. The agent is paid more if 
he does not live in the city in which 
the training is given and has to live 
in a hotel during that period. The man- 
ager gives this training, and when the 
agent is introduced on his debit, the 
manager personally spends at least one 
day a week on the debit with the agent. 
The agent is given a three-week intro- 
duction to the debit following the pre- 
debit training. 


Commonwealth’s Salary Plan 


Mr. Parker said that Commonwealth 
is well pleased with its salary compen- 
sation plan and the transformation from 
the old compensation basis was some- 
thing that did not just happen, but had 
been studied very carefully by his com- 
pany over a long period of time. Among 
the advantages which the salary plan 
offers over the “times” system are that 
it brought about a more level income 
and better balanced compensation plan 
in the field, it improved the persistency 
of the business written, it was regarded 
as more equitable by the field, and it 
abandoned the * ‘psychological disadvan- 
tages” of the “times” system. Mr. Par- 
ker stated emphatically that the salary 
plan worked as effectively, if not more 
so, with a progressive, growing com- 
pany. 

E. B. Stevenson, Jr., executive vice- 
president, National Life & Accident, 
which ‘thas used a salary compensation 
plan since 1946, said his company is 
happy over its results with the plan. 
He said that the combination companies 
had been criticized by the TNEC inves- 
tigation for their alleged “high pressure” 
sales methods and the salary plan allevi- 
ated the disadvantages of the “times” 
contract which tends to encourage the 
agent to write the business for his com- 
mission and the business thus written 
tends to have a poorer consistency. 


H. O. EFFICIENCY 


Burt L. Monroe, assistant secretary 
Commonwealth Life, was moderator of 
\a@ panel discussion of home office man- 
agement problems. Participating were 
W. S. Bearden, Jr., weak vice-presi- 
dent National L. & A.; J. W. Gawthorp, 
personnel director Pilot Life; James D. 
Renn, secretary Peninsular Life, and 
George S. Parrish, treasurer Life & Cas- 
ualty. 

Mr. Monroe pointed out the impor- 
tance of putting the home office manage- 
ment operations under a microscope and 
getting an accurate picture through a 
cost analysis of the operations so that 
a comparison of cost data can be made. 

Mr. Bearden remarked that rapid de- 
velopment has occurred in personnel 
administration during the past 15 years 








aaa 





and too little thought has been given to 
the question of staff and management 
development. National L. & A. ‘has suc- 
cessfully employed former field men in 
home office jobs particularly where the 
job deals with the field. 

Top management must be interested 
in its people and their problems to 
insure the most successful home office 
employe relations, Mr. Gawthorp said. 
Placement tests are given home office 
employes to assist in fitting them into 
the right work and his company em- 
ploys a 15 minute aptitude test in hiring 
personnel. 


Mechanical Advances 


Mr. Renn confined his comments to 
three mechanical devices which Penin- 
sular Life is using to improve the effi- 
ciency of its ‘home office operations: 
A new two signature protecto-check 
writing machine, a premium receipting 
machine, and an I.B.M. 604 electronic 
accounting machine which prepares each 
agent’s route list mechanically, a differ- 
ent list for each collection day. The 
latter, in connection with a field accoun- 
ing plan, does away with the advances 


and arrears system. Home office man- 
agement officials must keep their eyes 
open for machines to cut costs of opera- 
tion in these days of high salaries, Mr. 
Renn said. 

Mr. Parrish commented on the value 
of careful planning for the smooth flow 
of work in the office and office layout 
so as to eliminate as much unnecessary 
walking about as possible. He said it 
is important to have group planning so 
that the views and needs of the various 
home office departments can be care- 
fully correlated and synchronized into 
the entire picture of efficiently function- 
ing home office operation. 

A_ “welcome” party was given by the 
Gulf coast companies, with officials of 
Acme Life, Delta Life, First National 
Life, Standard Life of Mississippi and 
Union National Life as hosts. 


Common Stock Looking Better 


Harry L. Wells, vice-president and 
‘business manager of Northwestern Uni- 
versity and a director of Washington 
National, was ill and his speech was 
read by Raymond J. Wetterlund, pres- 
ident of Washington National. He said 
that long-pull pressures are in the direc: 
tion of declining returns on investments, 
the trend being influenced by the com- 
petition of large portfolios for things 
to invest and suggested that life com- 


panies may be forced to increase the 
charges against the policyholder. He 
said the charitable trusts and invest- 
ment trusts are likely to be formidable 
competitors and that the potential of the 
investment trust is just dawning. The 
Teachers I. & A. equity fund is pointing 
the way for them to get into the insur- 
ance field. The insurance companies, if 
alert, will study the possibilities of the 
challenge. 

Mr. Wells stated that the life insur- 
ance business must look at its imme- 
diate and long-term problems and that 
research in the field is as essential as 
in the great industrial areas. New com- 
petition can undermine the industry, he 
declared. He foresaw common stocks 
in demand as a prime investment as 
investment companies are forced to 
adopt equity fund plans. 

The 1953 meeting of the organization 
has been set for April at the Hotel 
Claridge in Atlantic City. 

The new president of Life Insurers 
Conference, Ashley C. Tobias, Jr., pres- 
ident of Palmetto State Life, became 
counsel of his company when it was or- 
ganized in 1924, and was elected presi- 
dent: in 1942. He has been a member 
and chairman of the laws and legisla- 
tion committee, a member of the execu- 
tive committee, and has served as first 
and second vice-president. 





APPRAISING the acceptability of 
applicants is no mystery to Continental 
Assurance representatives. They are 
equipped with the identical Underwriting 
Guide used by Home Office under- 
writers. We quote from its preface: 


“UNDERWRITING GUIDE outlines 
fundamental principles and probable 
ratings. It is a Continental Assurance 
philosophy that the agent should know 
what and whom... what to 


OUR UNDERWRITIN 


Continental Assurance approach to 
underwriting is typical of the degree 

to which fieldmen are regarded as 
partners in a great and vital enterprise. 
That producers flourish in this 
atmosphere is evidenced by a record of 
growth with few if any parallels. 


Continental Assurance Company 
310 South Michigan Avenue ¢ Chicago 


Continental Casualty Company « Transportation Insurance Company 


sell and whom.” 


P S Liberalized blood pressure ratings broaden Continental's ability 
@ We to serve brokers and surplus writers. 
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Too Many Meetings? 


There is an increased amount of 
grumbling, especially from those on the 
industry side of the house, on work in 
the state regulatory sphere, on the pace 
that is being maintained at N.A.I.C. 
gatherings of one kind and another. 
Besides the annual and midyear meet- 
ings of N.A.I-C. proper, there are the 
six zones which now have gotten into 
the custom of holding two meetings 
a year, not to mention a tendency on 
the part of the technicians and raters 
in the zones to hold separate and inde- 
pendent sessions. Then, of course, there 
are the numerous N.A.I.C. committees 
and subcommittees which hold hearings. 

Some of the expressions of impatience 
and criticism of this round of gather- 
ings, of course, are due to the testiness 
of exhaustion. The endurance of the 
industry people who are compelled to 
keep in close touch with all these doings 
is taxed and some of their reactions can 
be put down to sheer weariness. How- 
ever, we think the leaders in N.A.I.C. 
might well pause and take stock of the 
pattern of meetings that has developed 
and is tending to become frozen to see 
whether much of this activity could not 
be suppressed without sacrificing good 
government in the insurance field. 

We think what has happened is that 
the habit of meeting has outrun the 
things to meet about. Commencing in 
1944 with the S.E.U.A. decision and 
running through the months when pub- 
lic law 15 was being devised, and later 
when the pattern of rating and other 
legislation to carry out the implications 
of P.L. 15 were being ordered, it was 
necessary for what could be called a 
congress of insurance to be in almost 
continuous session. There were matters 
pressing for resolution on all hands 
and great differences to be aired and 


The Actuaries’ Press 


This is not the first time we've called 
attention to the unique and much-ap- 
preciated job that the press committee 
of the Society of Actuaries does for the 
insurance papers in handling publicity 
at the society’s meetings. But we value 
its cooperation so highly that we want 
te make sure that not enly the press 
committee members but the other fel- 
lows and associates of the society are 
conscious of the high esteem in which 
we hold the committee's efforts. 

Through the Institute of Life In- 
surance, the society has the assistance 
of able professional publicity men in 
handling what goes to the daily papers. 


vast amounts of light to be shed on the 
problems of the day. As a result it 
came to be a normal state to have meet- 
ings going on here and there throughout 
the country almost without cessation. 
But as these problems became resolved, 
there has not been a corresponding less- 
ening in the incidence of meetings and 
hearings. We, of course, don’t mean to 
say that there are not a great many 
issues of major importance and a great 
many matters of detail that require 
deliberation but the nature of these 
problems and the extent of them are far 
different from what they were just three 
or four years ago, 

If the all-industry committee should 
be holding sessions these days, say only 
one-tenth as often as it did during 
the days when the committee was at the 
height of its usefulness, it would obvi- 
ously become a cracker barrel organiza- 
tion. As a matter of fact, the all-industry 
committee now meets only very rarely 
and when it has a specific assignment 
to take up. Yet it seems very doubtful 
that the incidence of meetings and 
hearings of the state officials has been 
reduced in sympathy with the drop in 
problems pressing for solution. As a 
result there is a suspicion that some- 
times they have to scratch for an 
agenda, and also, because of an absence 
of overpowering questions to tackle, 
there is a tendency to dig into matters 
that come sometimes to the edge at 
least of the field that should be re- 
served to management. 

During the war a familiar warning 
question was: “Is this trip necessary?” 
The test question “Is this meeting 
necessary?” might very well be applied 
in taking stock of the pattern that is 
rapidly tending to become fixed these 
days. 


Committee 


But what goes into the trade press is 
either written by or cleared by mem- 
bers of the society who work hard and 
conscientiously at their job, sometimes 
missing parts of sessions that they 
would very much like to hear, in order 
to write up their assignments without 
delay. 

Coverage of a meeting at which all 
publicity must either emanate from the 
press committee or be cleared by it pre- 
sents obvious impediments to speed and 
completeness. But the Society of Actu- 
aries’ press committee has shown such 
reasonableness, coupled with an under- 
standing attitude toward the papers’ 


need for prompt coverage, that the job 
of covering a meeting of the society is 
vastly easier for trade paper editors 
than if they were merely given a free 
hand. As an example of the committee’s 
speed, the comprehensive officia] story of 
the meeting was on the desks of trade 
paper editors Monday morning—the 
first business day after the meeting con- 


cluded. Those who covered the meeting 
in person found quick cooperation in get- 
ting their stories cleared. 

The committee system of handling 
a project frequently comes in for a 
lot of kidding about inefficiency. But the 
press committee of the Society of Ac- 
tuaries shows what can be done by the 
committee system operating at its best. 








PERSONAL SIDE OF THE BUSINESS 





Travis T. Wallace, president of Great 
American Reserve, will be honored in a 
double celebration May 5 by the insur- 
ance people of Dallas. At that time he 
will complete 30 years in the business 
and one year as the first president of 
Insurance Club of Dallas. The club will 
elect new officers. 


H. C. Christopher, vice-president and 
agency director of American Hospital & 
Life, San Antonio, while pruning a tree 
fell and broke his breastbone. Still un- 
der the doctor’s care, he is able to spend 
a short time at his office each day. 


Charles E. Becker, president Frank- 
lin Life, recently participated in a net- 
work radio program entitled “Time for 
Defense.” 


Laurence F. Lee, president of Occi- 
dental Life of North Carolina and of 
Peninsular Life of Jacksonville, Fla., 
was elected president of the U. S. Cham- 
ber of Commerce at the last day of the 
annual meeting of that organization. 


Mr. Lee has been vice-president of the 
chamber and had been a director of the 
organization for many years. 


P. Ian Murray, supervisor of public 
relations of Confederation Life, has 
been named president of Canadian In- 
dustrial Editors Assn. 


Raymond Hippchen, Northwestern 
National, San Antonio, was one of the 
organizers and recently elected presi- 
dent of the new North Central Lions 
Club there. 


Peter T. Allen, Buffalo general agent 
of Northwestern Mutual Life, has been 
elected treasurer of Niagara Frontier 
Transit System, Buffalo’s public trans- 
portation firm. In addition, Mr. Allen 
has been appointed to a six-year term 
on the city’s new vehicle parking board. 


Albert C. Vanselow, assistant secre- 
tary of Franklin Life, has been named 
director of the Springfield Lake Im- 
provement Assn. 








DEATHS 


MRS. LILLIE C. HIGDON, mother 
of J. C. Higdon, president of Business. 
Men’s Assurance and Harold C. Hig- 
don, assistant secretary of Columbus 
Mutual Life, died at the age of 82 in 
Research hospital at Kansas City. Mrs. 
Higdon was the wife of the late John E. 
Higdon, former chief examiner of the 
Missouri insurance department and first 
actuary of B.M.A. 


OTTO W. KLEPPE, 82, who was 
agency secretary of Equitable Society 
from 1919 until he became an Equitable 
agent in 1923, died in Neptune, N. J., 
after a short illness. 


HENRY M. ALEXANDER, 83, a di- 
rector of Equitable Society from 1935 
until his retirement in 1951, died in New 
York City. He served on the executive 
committee and headed the agency com- 
mittee. 


WALTER B. MAHAFFA, 61, one 

of the top producers for the Bankers 
Life of Ia., died of a heart ailment at 
‘Rockwell City, Ia., following a long ill- 
ness. 
He joined Bankers Life in 1921 and 
was a member of its top honor club, the 
President’s Club, from 1921 to 1946, 
when he was forced to curtail his activi- 
ties because of a stroke. He was its 
leading producer in 1942, finished second 
in 1943 and third in 1944. 

JAMES I. VICKERS, en district 
manager Independent L. & A., Bruns- 
wick, Ga., was killed BS Me in a 
highway accident. 





GROVE H. FINK, 69. former assistant 
manager for Metropolitan Life at Au- 
burn, N. Y., died at St. Petersburg, Fla. 








Extend Time on Premiums 


Pacific Mutual Life policyholders in 
the Missouri-Mississippi flood area have 
been granted time extensions on current 
premiums. Extra time is also being al- 
lowed agents to deliver new business. 


Discuss Federal eral Inroads 


The ‘effect of government legislation, 
income taxes, and availability of corpora- 
tion profits on life insurance sales was 
discussed at a recent meeting of Indiana 
Life Insurance Leaders at Purdue Uni- 
versity. 


Prudential Chicago Changes 


Prudential has transferred Raymond 
H. Runzel, manager of district office 8, 
Chicago, to district office 5 there to suc- 
ceed Thomas J. Daly, who has retired. 
The company has also transferred 
Marion J. Morris, manager of district 2, 
to district 7 to succeed James Seguin, 
who has also retired. 





Late News 





Assistant Actuary William Schmidt 
has been appointed associate actuary of 
Mutual Life. 

Ted Penland has been named man- 
ager for New York Life at Scranton, 
Pa., succeeding Arnold Beck, who has 
joined the field training division in the 
home office. 
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Small Companies Buy Debentures 


The public financing of Service Pipe 
Line Co.’s $90 million 30-year sinking 
fund debentures has aroused consider- 
able interest among the smaller life 
companies, which are buying close to 
$10 million of these securities. The de- 
bentures are underwritten by a 143- 
member syndicate headed by Morgan 
Stanley & Co. and carry a 3.20% coupon. 
Big life companies are not expected 
to take any substantial part of the is- 
sue, since most of their securities in- 
yesting is done through direct place- 
ment. Largest buyers of the issue are 
expected to be the big pension funds, 
with smaller pension funds throughout 
the country also taking part. Savings 
banks will subscribe for more than $10 
million. 





Writers in Agency Departments 


An agency vice-president remarked 
the other day on how many jobs in his 
department, and probably in any agency 
department, involve writing ability. He 
was not referring to publicity and ad- 
yertising positions, which of course call 
for writing ability, but he mentioned to 
the great amount of other agency de- 
partment material that calls for ef- 
fectiveness in the use of the written 
word. He said that this ability is com- 
ing more and more to be recognized 
as a valuable quality in men doing 
agency department work. 


Doesn't Matter Who Holds 'Em 


Data from a study of 170 commer- 
cial banks, indicate when compared with 
similar data for life companies, that 
mortgage investment experience varies 
only narrowly from one type of finan- 
cial institution to another, according to 
a study released by National Bureau of 
Economic Research. The gross income 
of most ‘of the responding commercial 
banks on their mortgage loan portfolios 
ranged from 4.26% to 4.75% of their 
average loan investment. The range is 
somewhat higher than the gross income 
earned by life companies but for the 
banks the cost was 1.35% while for a 
comparable group of life companies it 
was 1.2%. 

National Bureau of Economic Re- 
search concedes that some elements of 
bias in favor of the banks are present. 
For example, the responding banks are 
likely to be the better-administered ones. 
Also, the less successful banks were 
eliminated by liquidation or merger in 
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the 1930s although no life companies 
fell in that group. Nevertheless, the 
bureau considers the comparisons are 
still significant. 


Things Are Tough Everywhere 


Life companies that are finding good 
executive talent hard to get are not by 
any means in a unique Situation, for a 
critical shortage of executives is put- 
ting “a ceiling on profitable production 
in many companies”, according to Louis 
A. Allen, personnel training manager 
of the Koppers Co. of Pittsburgh. 

Speaking at an American Manage- 
ment Assn. personnel conference in 
New York City, Mr. Allen said that 
the situation will become still more 
serious in the next decade. He said the 
companies most successful in meeting 
their manpower requirements will be 
those that are most successful in getting 
the ‘best out of the people they already 
have. An essential part of such pro- 
grams, he said, is learning what non- 
supervisory people think about their 
supervisors and what supervisors think 
about their superiors. 


Washington Dollar Bills 


Washington National recently en- 
closed imitation dollar bills equivalent 
to the amount withheld for federal taxes 
in the pay envelopes of employes. Pur- 
pose was to bring home to each how 
much of his earnings were being taken 
by direct taxes. Needless to say, the 
employes were impressed. 





How an Investment Gets Made 


New York Life in its annual report 
booklet for policyholders employs an 
unusual method of showing how the 
company puts its funds to work. The 
article starts off with a facsimile news- 
paper clipping which states that “Acme 
Chemical Co.” of ‘“Middlevale” has 
borrowed $2% million from New York 
Life to expand its present plant capac- 
ity. All the names are ficticious but the 
story is based on fact. 

The article in the booklet then goes 
on to give all the details of the financ- 
ing, from start to finish, including ex- 
cerpts from reports submitted to the 
investment committee by one of New 
York Life’s investment analysts. For 
the public, and for most life insurance 
men, who know in general, but not 
precisely, how an investment is made, 
the article fills in a wealth of specific 
detail. 


Leavey Charges Physicians 
with UCD Responsibilities 


H. Harold Leavey, vice-president and 
general counsel California-Western 
States Life, led off on a vigorous dis- 
cussion of the role of the industrial 
surgeon in connection with the Cali- 
fornia UCD and workmen’s compensa- 
tion laws at a meeting of Western Assn. 
of Industrial Physicians. Mr. Leavey 
said that the legislature had reposed im- 
portant responsibility for sound opera- 
tion of the social insurance program on 
doctors and that doctors must have the 
courage to put the true facts on the 
claim form in order that insurers may 
determine with certainty whether there 
is a disability or no disability and 


whether the facts put the claim properly. 


under UCD or under workmen’s com- 
pensation. He stated that the physi- 
cians’ code of ethics and breadth: of un- 
derstanding make them the only persons 
who at the start of claims procedure 
can state facts that will result in de- 
termination of right or wrong. 

In response to this assertion, some 
physicians present argued that the doc- 
tors’ job is primarily diagnosis and 
healing of the sick and injured and it 
is not a part of their function to know 
the details of the individual’s occupa- 
tional requirements. They claimed that 
the profession is not happy by being 
put into the role of referee in a finan- 
cial transaction between the patient and 
an insurance company. One panel 
speaker answered that integrity in these 
matters was one way of assuring that 
doctors would not ultimately become 
just paid employes of a socialistic state 
in which the same problem of decision 
must be made. 

R. M. Claudon, office claims manager 
of Industrial Indemnity, urged that in- 
dustrial doctors make sufficient inquiry 
and investigation to determine from a 
medical point of view whether or not 
the injury or sickness complained of is 
and could be one sustained in the course 
of employment. He emphasized that 
doctors who complete claim forms have 
a duty to make the facts which they 
develop available to insurance company 
representatives, because it is only 
through such information that claims 
men can accept or reject the demands 
of the injured person. 








Cooper Goes to Louisville 


Home life of New York has appointed 
Vivian F. Cooper manager of the new 
district group office at Louisville. Mr. 
Cooper was formerly group representa- 
tive at Atlanta for Home Life. 


Plan L.1.A.M.A. Graduate 
School at Chicago, July 14 


The third agency management gradu- 
ate seminar, sponsored by L.I.A.M.A., 
will meet July 14-18, at the Edgewater 
Beach hotel, Chicago. The seminar will 
cover agency financial improvement, 
and the financial aspects of building a 
new agency. Managers, instructors, and 
students will participate in forums and 
panels. 





Prudential has appointed Cecil Don- 
ovan manager of the new district office 
at Greenville, O. 











Figure you have 
“Served your Apprenticeship”? 


if you are a good producer we have 
@ most unusual proposition for you 
with an up-and-coming company 
in small and medium-size cities in 
Indiana, Ohio, lowa, Kentucky, 
Missouri, Arkansas and Mississippi. 





A Complete Line of: 
e LIFE 
¢ Accident 
e Sickness 
Hospitalization 











All replies confidential. Write to: 


J. DeWITT MILLS, 
Superintendent of Agents 


MUTUAL SAVINGS 


INEWtANCE 
812 Olive St. — Arcade Bidg. St. Louis 1, Mo. 

















CENTRAL STANDARD LIFE 


Founded (V05—> INSURANCE COMPANY 


211 W. Wacker Drive 


ALFRED MacARTHUR 
Chairman of the Board 


All forms of Life # Accident &% Health 


E. H. HENNING 


Vice-Chairman 


Chicago 6 


WILBUR M. JOHNSON 


President 
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= _ Many New Agents Unready 
- aoe m _ for C.L.U. Study: Steinbeck 


=e ® Although this is the 25th anniversary 
: : . year of the C.L.U. movement, there are 


i now ye 4, PoP agpt the designation, 
i - Be Leroy Steinbeck, executive manager of 
i Our 46lh Your - ' American Society of C.L.U., told San 
i x _ Francisco General Agents & Managers 
: ~< Assn. Making his “first report to agen- 
cy management,” Mr. Steinbeck re- 
viewed some of the criticisms of the 
movement and answered them as being 
mostly based on misconceptions as_ to 
the basic purposes of the American Col- 
lege and the C.L.U. program generally. 

Any man, he pointed out, can over 
a period of time reach the same quali- 
fications as to knowledge on his own 
without ever taking the C.L.U. exami- 
nations and even C.L.U.s cannot expect 
that reaching this goal completes their 
education — education must be con- 
stantly carried on. Neither should gen- 
eral agents or managers urge new 
agents to immediately start studying for 
the C.L.U. designation. He said the 
newcomer should be trained with the 
facilities provided by the company, by 
other schools and classes and textbooks. 
Some men, he said, with adequate col- 
lege education, are practically equipped 
at the outset to take the C. L.U. exami- 
nations. There are others in the busi- 
ness who do not have this fundamental 
knowledge and may take several years 
to reach the level where they can try 
for the designation. 

He said scrutiny of records of ‘C.L.U.s 
proves that they have consistently in- 
creased their production over the years; 
that 90%. of them are still in the busi- 
ness and that 80% of this number are 
continuing their studies. 


INSURANCE IN FORCE 
$278,666,242.00 
Increase $23,262,406.00 


RESOURCES 
$52,007,674.08 
Increase $3,249,398.27 


CAPITAL & SURPLUS 
Added Policyowners’ Security 
$3,851,936.11 
Increase $424,638.93 


TOTAL BENEFITS 
Paid Since Organization 
$84,016,771.78 
Increase $4,870,998.18 


This progress reflects the continued confidence and goodwill of 
policyowners and beneficiaries, highly valued resources not on 
the balance sheet. Situated in the growing West, strong finan- 
cially and guided by nearly half a century of experience, West 
Coast Life faces challenging opportunities for the future. 


Marry prime 


Copy of Annual Report, 
including securities owned, 
sent on request. 


WEST COAST LIFE 


i) en On ee) OO OU © 


HOME OFFICE SAN FRANCISCO 





Two May Meetings at S. F. 


San Francisco General Agents & 
Managers Assn. in addition to its regu- 
lar monthly meeting May 16, when B. N. 


NO Os Oy i I HEALTH 





Woodson, managing di rector of 
N.A.L.U., will discuss “Managerial 
Problems,” will have a special meet- 


ing to hear O. Sam Cummings, Texas 
general agent of Kansas City Life, dis- 
cuss “An Analysis Job in Agency Man- 
agement.” Mr. Woodson and Mr. Cum- 
mings are to be on the program of the 
Life Insurance Forum conducted by 
Oakland-East Bay Life Underwriters 
Assn. and C.L.U.s at Oakland May 15. 

E. E. Keller, Reliance Life manager 
at San Francisco, has been named gen- 
eral chairman for the management con- 
ference to be held under the auspices of 
San Francisco managers association 
next October. 


Points Out “Missing Link” 


The general agent is the “missing 
link in the chain of popular acceptance” 
won by individual life insurance com- 
panies and the business as a whole, 
Raymond H. Belknap, vice-president 


YOUR CLIENTS 


DESERVE THE BEST 





Complete Coverages in— 


e LIFE INSURANCE 
e ENDOWMENTS 
e ANNUITIES 








Continental Assurance, declared at a 
e COMBINATIONS meeting of Nebraska managers at 
LIFE » HEALTH » ACCIDENT Omaha. Mr. Belknap went on to de- 


scribe public relations approaches by 
which the general agent can establish 
his stature in the community. 


¢ GROUP INSURANCE 
e HEALTH & ACCIDENT 
¢ HOSPITAL 

e POLIO 


Over 190 Service offices in the 





Hartford Supervisors Elect 


J. Arthur Cope, assistant manager of 
Connecticut General, has been elected 
president of Life Supervisors Assn. of 
Hartford. He succeeds Edward S. 
Churchill, Northwestern Mutual, who 
was elected chairman of the executive 
committee. 

George E. Williams is vice-president; 





Boone, supervisor of the Jack White 
agency of Prudential as moderator, 

James Gessner, Schnell agency of 
Penn Mutual, spoke on where, in re. 
cruiting, does the supervisor enter into 
the agency picture?; Mel Randall, De. 
Vries agency of Occidental Life of Cali- 
fornia, on “When and How Often 
Should the Manager Do Joint Work 
with the New Man?”’; Mr. Boone on 
“Should the Manager Supervise the 
Supervisor the Same as the Supervisor 
Supervises the New Man?” 

Then the three panel members an- 
swered the question: “How Much Time 
Should the General Agent Allocate to 
the New Man?” 


WANT ADS 








Rates $13 per inch per insertion— | inch mini. 
mum. Limit—-40 words per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack. 
son Bivd. aoe placing ads are requested 
to make pay 
THE sca Rng UNDERWRITER 

Life Insurance Edition 








BROKERS 


who specialize in military, naval 
and air force business! We offer, 
without war clause and without 
aviation rate-up, 15-Year Endow- 
ment, with Guaranteed 15% 
Profit; 20-Year Endowment, with 
Disability feature; 20-Pay Life; 
20-Pay Endowment at 60. First 
Year Commissions guaranteed— 
Renewals on volume. Address 
L-30, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, 
Ill. 








LOOK INTO THIS 


An opportunity in Group sales with a 
large, well established insurance company 
going into the Group business. We need a 
man with four or more years of experience, 
who is ambitious and wants to get ahead. 
Earnings are commensurate with experi- 
ence. Write us about yourself. Your in- 
quiry will be kept confidential. Address 
L-28, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 











agents. 


Chicago 4, Illinois. 


UNUSUAL AGENCY 
EXECUTIVE OPPORTUNITY 


Top four-figure salary plus incentive increasing 
bonus for agency man age 38-45 experienced in 
general agency supervision and field training 
of agents. Position is in charge of company's 
agency sales direction at home office of mid- 
western legal reserve life insurance company 
having near $50 Million ordinary insurance in 
force. Must be energetic and willing to travel 
five-state area for selection and training of 
Previous home office agency depart- 
ment and LIAMA experience preferable. All 
replies kept confidential. Address L-33, The 
National Underwriter, 175 W. Jackson Bivd., 





United States, Alaska and Hawaii Victor G. Memery, secretary, and Ben 








H. Kenyon, treasurer. 


Joint Meeting at L. A. 


A joint meeting of Life Supervisors 
Assn. of Los Angeles and Life Man- 
agers Assn. featured a panel discussion 
of “The Job of the Manager in the 





UNITED BENEFIT 
NOUR ANCE co. 


MEBRASKA 


LIFE 


hon’ a mona t< MAHA 


for position in consulting actuarial firm 


ACTUARIAL STUDENT 


located in Chicago. Salary commensurate 
with experience and other qualifications. 
Address L-37, The National Underwriter, 








175 W. Jackson Blvd., Chicago 4, Illinois. 








Eyes of the Supervisor,” with Jack 
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ACCIDENT AND HEALTH 





—_— 


List Speakers for 
Conference Annual 


The annual meeting of Health & Ac- 
cident Underwriters Conference will fea- 
ture discussions on agency management, 
underwriting, group insurance and hos- 
pital and medical insurance develop- 
ments and trends. The meeting will be 
at the Cosmopolitan Hotel, Denver, 
May 26-29. 

Frank Sullivan, Kansas commissioner, 
president of National Assn. of Insur- 
ance Commissioners, will address the 
opening session, on developments in 
the A. & H. business. 

The relationship of the accident and 
health insurance business to the hos- 
pital and medical care field and its ac- 
tivities in this area will be discussed 
by Ralph T. Heller, Prudential, during 
the afternoon session. Mr. Heller is 
president of International Claim Assn. 
and is chairman of the Health Insur- 
ance Council. 

The challenge confronting accident 
and health insurance in underwriting 
physically impaired risks will be an- 
alyzed by J._ McGettigan, vice- 
president, Security Life & Accident, on 
the second morning. ‘“What’s Ahead 
for Group Insurance” will be discussed 
by J. E. Hellgren, Lumbermens Mutual 
Casualty. 

The activities of the International La- 
bor Organization as they affect insurance 
will be reviewed by A. D. Marshall, 
assistant secretary of General Electric 
Co. Mr. Marshall was selected jointly 
by the U. S. Chamber of Commerce and 
National Assn. of Manufacturers as 
social security adviser to the U. S. 
employer representative to the Inter- 
national Labor Conference at Geneva, 
Switzerland, in 1951. 


Hike Blue Cross-Blue 
Shield Rates in Mass. 


Commissioner Sullivan of Massachu- 
setts has approved increase from 11 to 
25% in rates for Massachusetts Blue 
Cross and Blue Shield. 

Blue Shield rates will go up from 25 
cents to $1.25 a month, and Blue ‘Cross 
rates are increased from 5 to 60 cents. 


Urges Selling Plan 


Joseph S. Lebby, addressing the Los 
Angeles A. & H. Underwriters Assn. 
last week, stressed the value of an ef- 
fective plan of selling, and said that too 
many producers rely on stock answers 
to objections that are furnished by their 
companies. The agent should consider 
objections systematically, he said, and if 
he can give the proper answer, he can 
prescribe the remedy. 











Surprise Program at Wichita 


Kansas Assn. of A. & H. Underwrit- 
ers met April 28 at Wichita with a sur- 
prise program in charge of James 
Anderson. There was also a brief re- 
port on the Kansas DISC class held in 
March at Wichita. 


Delahunty to All-American 


G. T. Delahunty, assistant vice-presi- 
dent and claims manager of Republic 
National Life of Dallas, has joined All- 
American Casualty of Chicago as claims 
manager and chief underwriter effective 

ay 15. 

Only three weeks ago the announce- 
ment was made of Mr. Delahunty’s pro- 
motion to assistant vice-president of 
Republic National. He had been claims 
manager. He is president of Dallas A. 
& H. Claim & Underwriters Assn. He 
formerly was with Alliance Life of Chi- 
cago for 15 years, and in joining All- 
American is again associated with M. 
A. Kern, president of that company, 
who was president of Alliance Life. 

Republic National has named James 
- Killmar, manager of the claims de- 





partment to succeed Mr. Delahunty. He 
has been assistant manager. Mr. Kill- 
mar graduated from Creighton Univer- 
sity and has been with Republic Nation- 
al since 1947. 





Cureton Now Dallas Head 


Allen M. Cureton, Occidental Life, 
is the newly elected president of Dallas 
Assn. of A. & H. Underwriters. He 
succeeds Maynard G. Shearer, Occidental 
Life, who becomes chairman of the 
board. 

Other new officers are: First vice- 
president, James W. Winn, Guardian 
International Life; second vice-president, 
Robert Watts, Pacific Mutual Life; 
secretary-treasurer, Elmo C. Lee, Com- 
mercial Travelers. 

Mr. Cureton said that emphasis dur- 
ing the year will be on improved pro- 
grams and increased membership. 


Chase N. E. Wis. President 


Northeastern Wisconsin A. & H. Un- 
derwriters Assn. held its annual meeting 
at Green Bay with a caravan of state 
association officers providing the after- 
noon program. Frank Chase, Woodmen 
Accident, was elected president to suc- 





ceed William Hanrahan, Appleton. 
Clarence J. Nault was named vice-presi- 
dent and Alfred Bakow, Paul Revere 
Life, secretary, both of Green Bay. 
Reuben Knuth was chairman of ar- 
rangements. 

Among those who made up the cara- 
van and spoke were Albert L. Anderson, 
Milwaukee, Massachusetts Protective, 
state president; Alex Siegner, Business 
Men’s Assurance; Sid L. Horman, 
Time, and Leo Packard, Packard-Carson 
agency, state secretary. 





Six Speakers at Milwaukee 


At the May 1 luncheon meeting of 
A. & H. Underwriters of Milwaukee 
speakers were Horman, Time, 
on legislative matters; George A. 
Knutsen, Mutual Life, “What I Expect 
to Get Out of My Membership;” A. L. 
Anderson, Massachusetts Protective, 
state association activities; Thomas Cal- 
lahan, Time, Leading Producers Round 
Table; ‘Robert G. Morris, Loyal Protec- 
tive, “How D.I.S.C. Helps Me,” and 
A. H. Siegner, Business Men’s Assur- 
ance, “What Association Work Means 
to the A. & H. Underwriter.” 








Claris Adams, president Ohio State 
Life, addressed a meeting of the Co- 
lumbus Advertising Club. 


L.L.A.M.A. Announces Major 
Meeting Dates Through 1956 


In an effort to avoid conflict with 
other organizations on meeting dates, 
Life Insurance Agency Management 
Assn. has scheduled its major confer- 
ences through 1956. . 

L.I.A.M.A. annual meetings will be 
held at the Edgewater Beach Hotel, 
Chicago, on these dates: 1952, Nov. 17- 
21; 1953, Nov. 9-13; 1954; Nov. 8-12;° 
1955, Nov. 7-11; 1956, Nov. 12-16. 

The small companies conference, also 
set for the Edgewater Beach Hotel, will 
be in session: 1953, March 16-18; 1954, 
March 15-17; 1955, March 14-16; 1956, 
March 12-14. 


Schedule Association Meetings 


Agency officers attending the A. & H. 
meeting of the association will be in- 
terested in these dates, for Chicago’s 
Drake Hotel: 1953, April 20-22; 1954, 
April 12-14; 1955, April 18-20; 1956, 
April 16-18. 

The large companies conference will 
be held April 27-29, 1953. Future dates 
for this meeting will be decided at the 
conference next month. Also to be an- 
nounced are dates for the combination 
companies conference for 1953 through 








1956. 





NORTH, EAST, SOUTH, WEST... 


wants. 


die 





North, East, South, West . . . From 
all directions across the country 
come reports by Provident Producers 
stating that they find there’s a Prov- 
ident plan specially designed to fit 
every life insurance need of the pros- 
pect. They claim it’s easier to sell 


when you have what the prospect 





group insurance and a persistency bonus. 
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The Provident Producer is not only well equipped to sell financial se- 
curity, but has a good share of it himself with a liberal scale of first year 


commissions, nine renewals, service fees, non-contributory pension plan, 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 


1857... 65th Year... 1952 
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GUARDIAN 
Ge Sparen 

_ OF AMERICA 


UARE 
Y. 


FIFTY UNION $Q 


NEW YORK 3, N. 


HeNATIONAL UNDERWRITER 


The combination of natural ability, 
ring generalship learned through 
experience, and a ‘fighting heart 
usually marks the champion boxer. 
But with it all, he knows the im- 
portance of having strong hands. 


GUARDIAN strengthens the hands 
of its field representatives by of- 
fering a diversified and well- 
rounded kit of attractive policies 
and _ services. 


Included among them are: 
Low cost Preferred Risk 
Low premium TERM 
-DISABILITY INCOME PROVISION 
Unique Pension Trust facilities 
Salary Savings Insurance 


They help towards performance of ~ 
real championship calibre. . 

















A FINANCIAL GENIE 


Life insurance combines three outstanding 
features for protection of family, individual, 
or business, and is a definite weapon against 


inflation. 


Ist. 


2nd. 


3rd. 


It forces the individual to save. A 
premium has to be paid for the 
insurance to remain in force. 


It is completely safe and will be 
there when needed. Rigid state 
laws guarantee this. 


It can be automatic in payment 
without management or financial 
wizardry on the part of the indi- 
vidual. 


Life insurance is the financial genie of the 
age. Are you interested in the profession of 
the Life Underwriter? If so, you will find it 
pays to be friendly with 


| | | Frankfort 





PEOPLES LIFE INSURANCE COMPANY 


“‘The Friendly Company’”’ 
Indiana 


LIFE AGENCY CHANGES 





Equitable Appoints 
Three Managers 


Equitable Society has named Elwood 
H. McVeety manager in Minneapolis, 
succeeding the late Walker B. Farr. Eu- 
gene V. Homans becomes manager otf 
the former Prosser & Homans agency 
in New York City, where he was co- 
manager with his father, Sheppard Ho- 
mans, until the latter’s death. Edward 
R. Siegel moves up from unit manager 
with the E. J. Skou agency in Brook- 
lyn to manager of a new agency to be 
formed in Manhattan. > 

Mr. McVeety joined the company in 
1933, and became field assistant in 1938 
and unit manager at Duluth in 1942. He 
is a navy veteran. 

Mr. Homans joined the Prosser & 
Homans agency in 1930 and became 
co-manager the same year. An out- 
standing amateur golfer, Mr. Homans 
won several tournaments, including the 
metropolitan amateur title in 1928, and 
teamed with his father to win the met- 
ropolitan father and son championship 
in 1930. He is chairman of the life 
agencies division of the Red Cross. _ 

Mr. Siegel joined Equitable in 1946 in 
New York City and in 1949 was ap- 
pointed unit manager. . 

Equitable has also appointed William 
H. Mathers associate manager of the 
E. J. Skou agency in Brooklyn. 

T. C. Crilly, Garden City, N. Y., E. J. 
Grossberg, Chicago, J. P. Harbison, Du- 
luth, J. B. O’Brien, Tucson, and S. J. 
Walter, New York City, have been ap- 
pointed unit managers. 


Lotito Takes Over Besser 
Agency for Lincoln National 


Lincoln National has appointed Frank 
G. Lotito general agent at Chicago 
to succeed E. E. 
Besser, Jr. 

Mr. Lotito started 
with Lincoln Na- 
tional 13 years ago 
as a member of the 
Besser agency. He 
was named super- 
visor of that agency 
two years later. He 
has been assistant 
agency manager of 
the Kent agency of 
Prudential in Chi- 
cago since 1947. 

Mr. Lotito is a 
past president of 
the Life Agency Supervisors Club of 
Chicago. He is a _ graduate of an 
L.I.A.M.A. school. 


Prudential Round Robin 


Prudential has transferred Arthur B. 
Fleischer, manager of district 8, Brook- 
lyn, to Long Island City, to succeed 
Joseph K. Lawler, who becomes man- 
ager of district 9, Brooklyn. Mr. Lawler 
replaces Maurice F. Terbrueggen, who 
will head the Flushing district office. 
Theodore O. Bohner, manager at Flush- 
ing, succeeds Mr. Fleischer at district 
8, Brooklyn. 








F. G. Lotito 








Appoint Assistant Managers 


Prudential has appointed Jack. G. 
Bettis assistant manager at San Jose, 
Cal., and Warren F. Mead assistant 
manager at Billings, Mont. Mr. Bettis 
joined the company at San Jose in 1951, 
and Mr. Mead has been with the com- 
pany at Billings since 1950. 


Peterfreund Retires 


Samuel Peterfreund, manager of the 
Essex (Newark) district of Metropoli- 
tan Life since 1921, will retire this week 
after 41 years’ service. He was hon- 
ored at a dinner Wednesday. Those 
present included home office officials 
and Atlantic coast territory managers. 
Mr. Peterfreund will leave shortly for 








a tour of Europe and Israel. No suc- 
cessor has been appointed. 


Guardian Appoints Kuhling 
Manager at Jacksonville 


Guardian Life has appointed Robert 
Kuhling manager at Jacksonville. Sid- 
ney J. Brown will continue as city man- 
ager. The agency will be known as the 
Kuhling-Brown agency. Mr. Kuhling 
has been with the company since 1949, 
He has been in the business since 1946, 





Penn Mutual Appoints Lee 


Penn Mutual Life has appointed Wil- 
liam F. Lee general agent for the new 
; second agency at 
Philadelphia. Mr. 
Lee joined the com- 
pany there in 1934, 
and later became 
unit manager at the 
home office for sey- 
en years. In 1950, 
he led all home of- 
fice producers, and 
qualified for ‘Mil- 
lion Dollar Round 
Table. He is a 
past president of 
the company C. L, 
U. chapter. He isa 
graduate of Swarth- 
more college, and a veteran. 





William F. Lee 





Prudential Promotes Risser 


Prudential has promoted Burton C. 
Risser, district manager at Cherry Creek, 
Kan., to training consultant at Los An- 
geles. Mr. ‘Risser joined the company at 
Parsons, Kan., in 1933. He became dis- 
trict manager at Cherry Creek in 1950, 


Bernard St. Louis Chief 
e 


Berkshire Life 
has appointed Clair 
A. Bernard general 
agent at St. Louis. 
Mr. Bernard has 
been in the busi- 
ness there for sev- 
eral years. He is 
a graduate of the 
University of Min- 
nesota. 





Cc. A. Bernard 


Pacific Mutual Life has named Wil- 
liam P. Thornton general agent at 
Omaha. 
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PACIFIC NATIONAL 
LIFE ASSURANCE CO. 


Salt Lake City, Utah 
RAY H. PETERSEN, President 
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NEWS OF LIFE ASSOCIATIONS 





—_— 


N. Y. Association to Have 


Pension Forum May 8 


NEW YORK—The New York Life 
Underwriters Assn, has arranged a 
panel discussion entitled “Anybody Can 
Sell Pensions,” for its May 8 meeting, 
at 2:30 p.m. at Hotel Statler. David 
Marks, Jr., general agent of New Eng- 
land Mututal in New York City will 
be chairman and moderator. Other panel 
members will be Archer Eisenstat, New 
York City lawyer specializing in estate 
planning, stockholders and partnership 
agreements and pension trusts; and Al- 
lan D. MacKinnon, regional group sales 
manager for Prudential. 

Discussion will center on how to rec- 
ognize pension prospects, techniques 
for creating interest and best methods 
of handling a case when sufficient in- 
terest has been aroused. ; 

The nominating committee chairman 
will present the slate for the coming ad- 
ministrative year. 





Cummings at Portland Tells 
Business How to Up Income 


A plan for life insurance companies 
to expand their business from $240 bil- 
lion to $514 billion yearly was outlined 
by Harold J. Cummings, president Min- 
nesota Mutual Life, at the Oregon- 
Columbia sales congress, sponsored by 
the Portland (Ore.) Assn. of Life 
Underwriters. 

Mr. Cummings declared the increase 
in business could be achieved by selling 
protection amounting to two-thirds the 
current income of every family earning 
$2,000 or more yearly. He said that to 
gain this potential producers “will have 
to quit griping about government com- 
petition and do their job.” 

Other speakers were William T. Earls, 
general agent Mutual Benefit Life, Cin- 


| cinnati; Sidney V. Mitchell, Jr., director 


of agencies for Prudential, and_ Elsie 
Ullrich, agency secretary for Fidelity 
Mutual Life. 





Cummings Gives Terms for 
Insurance as a Profession 


Life insurance is professional only in 
its service, the philosophy of its agents, 
and their attitude toward the business, 
0. Sam ‘Cummings, general agent Kan- 
sas City Life, Dallas, declared at a 


meeting of the Oklahoma Assn. of 
Life Underwriters. : 
After classifying the life insurance 


market into the white collar, ‘blue collar, 
and high income groups, Mr. Cummings 
urged recruiting of agents who will be 
satisfied with business in the white col- 
lar and blue collar groups. 





Pittsburg Top Association 
Pittsburg Assn. of Life Underwriters 
recently won the annual membership 
award, sponsored by the Kansas as- 
sociation. Pittsburg association mem- 
bership was up from 17 last year to 35 
through April of this year. The annual 
state meeting will be held May 9, at 
Wichita. 


Hits “Upper Crust” Grading 


The need for less “upper crust con- 
gestion” reflected in company gradings, 
including vice-presidents, and exempli- 
fed by such designations as “Million 
Dollar Round Table,” was emphasized 
by Raymond H. Belknap, vice-president 
Continental Assurance, at a meeting of 
Omaha Assn. of Life Underwriters. 
Mr. Belknap advocated more efficient 
selling of simpler policies to immediate 
Prospects. 








Kokomo, Imd.— Oren D. Pritchard, 
Union Central, Indianapolis, president of 
Indiana General Agents & Managers 
Assn., traced the growth of life insur- 
ance in recent years. He called attention 
to the number of college men now enter- 


ing insurance and the number of col- 
leges offering insurance courses. 


Muskogee, Okla.—J. Hawley Wilson, 
general agent Massachusetts Mutual 
Life, Oklahoma City, discussed “Sensible 
Work Habits”. 


Pittsburgh—Quinter G. Colebank, man- 
ager for Prudential, spoke on “Kash for 
You” at Butler, Pa. Leo G. Griffith, Jr., 
Penn Mutual Life, will discuss “Begging 
Buyers”, May 7, at Charleroi, Pa., and the 
following day, Harry W. Welton, assist- 
ant manager Connecticut General Life, 
will cover the objectives of the agent 
and the prospect at New Castle. 


District of Columbia—Lawrence J. 
Ackerman, University of Connecticut, 
will discuss “Vistas for 1952” at the May 
15 meeting. 


Great Bend, Kan.—“Your Money Is 
What You Make It” was the subject of 
John V. Coe, Massachusetts Mutual, 
Wichita, before the Central Kansas as- 
sociation. There were 24 guests in addi- 
tion to the membership. 


La Junta, Col.—Merle Ormsbee, ageney 
supervisor for Midwest Life, spoke at a 
meeting of the Arkansas Valley associa- 
tion on “Organizing for Success.” 


Philadelphia—Charles E. Cleeton, gen- 
eral agent Occidental of California, Los 
Angeles, and president National associa- 
tion, will talk on prospecting and selling 
at the May 13 meeting. 


ITVONTAUVAU VATU AAA 


Minneapolis—Earl M. Schwemm, man- 
ager Great-West Life, Chicago, will talk 
on “Selling in Today’s Market” at the 
May 22 meeting. 

St. Joseph, Mo.—Louie E. Throgmorton, 
vice-president and director of public re- 
lations, Republic National Life, spoke on 
“Is There Not a Cause?” 


POLICIES 


Columbian National Issues 


Columbian National Life is issuing 
standard preferred risk whole life, and 
10-15 year endowments through age 70. 
Minimum amounts have been set at 
$25,000, and maximum limits placed at 
$50,000. 











New Indianapolis Life Forms 


Indianapolis Life has announced a 
new progressive security policy. It is an 
endowment at age 60, with return pre- 
mium benefits for the full insurance pe- 
riod to age 60. 

A mortgage cancellation rider pro- 
vides decreasing term insurance for 10, 
15, 20, or 25 years, and may be attached 
to any permanent type life plan. An 
additional term insurance rider provides 
level term insurance for a selected pe- 
riod with liberal conversion privileges. 

A disability income provision has been 





added. It is issued to males only, ages 
20 to 50, and waives premiums falling 
due during total disability in addition to 
paying $10 for each $1,000 face amount 
of the policy. If insured is receiving 
monthly income benefits on the policy 
anniversary nearest age 65, the policy 
will mature as an endowment. 





Farm Bureau Raises Limits 


_Farm Bureau Life has increased its 
life insurance limits from $125,000 to 
$150,000, ages 15-60, and $62,500 to 
$75,000, ages 61-65. Retention limits for 
standard policies were also raised as fol- 
lows: 0-4, $5,000; 5-9, $10,000; 10-14, 
$15,000; 15-45, $50,000; 46-55, $10,000; 
56-60, $30,000; 61-65, $15,000. 





George Washington Life has raised 
non-medical limits for males, ages 15-40, 
from $5,000 to $7,500. The limits for 
males, 0-14, and females, 0-40, have been 
increased from $3,000 to $5,000. 








New York Life Group Feat 


The New York Life district group 
office at New York City recently proc- 
essed nine group cases involving 1,346 
employes in nine days. Total group in- 
surance placed in force was $5,745,400. 
Annual premiums are estimated at $111,- 
940, 
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It's true that Life Insurance has done a wonderful job 
of helping people build their security plans and holds 
the respect and confidence of the American people. 


But the figures show that the average Life Insurance 
per family is less than the average annual income per 
family, and so long as that's true, none of us have too 
much to boast about. We're going to work! 


The NATIONAL LIFE 
and ACCIDENT | | 
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TO BE DONE 


; We're right proud,—and, we guess, sometimes a bit 
immodest about our progress over the years. We sus- 
pect some of the rest of you are, too. 


NASHVILLE, TENNESSEE | | | | 
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AMONG COMPANY MEN 





Stannard Agency 
Head of Occidental 


Occidental of California has appointed 
Vice-president William B. Stannard 
vice-president of 
agencies; J. Edward 
Carnal superintend- 
ent of agency ad- 
ministration; Har- 
old G. Gore super- 
intendent of agency 
organization, and W. 
Joseph Livengood 
superintendent of 
agency production. 

Mr. Stannard has 
been with the com- 
pany since 1087.26 = 
agency assistant, wy, pg, stannard 
and territorial man- 
ager for the north- 
west, Pacific Coast, mountain states, and 
southwest. He became vice-president in 
1949, 

The following supervisors have been 
appointed assistant superintendents of 
agencies: James P. Blake, Kansas City; 
E. O. Carlson, San Jose, Cal.; Sydney 
S. Dunning, Philadelphia; Richard G. 
Hicks, Birmingham, and John McCall 
and Robert B. Stephenson, Los Angeles. 
Gordon V. Jenkins, home office ad- 
ministrative assistant, also becomes an 
assistant superintendent. 





Alan Kennedy Joins 
International Milling Co. 


Alan Kennedy, who recently resigned 
as public relations director of North- 
western National Life, has joined In- 
ternational Milling Co. of Minneapolis, 
where he will be engaged in public re- 
lations work and related activities. Mr. 





Kennedy was for many years active in 
the Life Insurance Advertisers Assn. 
and is a past president. 





Dowling, Gannon, Lachner 
Promoted by Metropolitan 


Metropolitan has promoted J. Edwin 
Dowling, assistant vice-president, to as- 
sociate general counsel. The company 
has also promoted Joseph T. Gannon 
and Harold A. Lachner, assistant actu- 
aries, to associate actuaries. 

Clemens G. Arlinghaus, Allan F. Le- 
bourveau, Walter A. Merriam, and Wil- 
liam S. Thomas has been appointed 
assistant actuaries. 





Retires from Northwestern 
National After 30 Years 


Arnold Hobbs, vice-president and gen- 
eral counsel Northwestern National Life, 
has retired after 30 
years with the com- 


pany. 

Mr. Hobbs joined 
the company as 
counsel in 1922. He 
later became sec- 
retary and counsel, 
and most recently, 
vice-president, gen- 
eral counsel and sec- 
retary to the board. 
He is a graduate of 
University of Min- 
nesota, and a vet- 
eran of the first 
world war. 





Arnold Hobbs 





Lafayette Appoints Goken 


Lafayette Life has named Max V. 
Goken director of agencies to succeed 
Randall G. Yeager, who resigned. Mr. 
Goken was formerly superintendent of 





GAINS 


1951, showed: 


funds, $31,063,429.04. 
Province of Ontario, Canada. 


chise, group. 


H. R. KENDALL, Chairman 








IN 1951 


Gains in all significant phases of the business were made 
by Washington National in 1951. 


The 4lst annual financial statement, as of December 31, 


Life insurance in force, $717,348,967. 
Admitted assets, $146,459,109.18. 
Premium income, $45,659,125.04. 


Surplus to policyowners, including general contingency 
Operating in 47 States, the District of Columbia, and the 


Lines written: life, accident, health, hospitalization, fran- 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


Evanston, Illinois 


G. P. KENDALL, Secretary 


R. J. WETTERLUND, President 








agencies for Minnesota Mutual Life. 
He has been in the business since 1939. 


Wendell Buck Forms 
Public Relations Firm 


NEW YORK—Wendell Buck, for- 
merly with Manhattan Life as assistant 
to the president in 
charge of public 
relations, has 
started his own 
public relations and 
sales promotion or- 








ganization at 10 
East 39th street, 
New York City. 


He will serve as an 
outside consultant 
to the company, as 
he did before the 
war. 

Mr. Buck joined 
Manhattan Life in 
1941, directing the 
campaign on the use of all renewal 
premiums to buy government bonds 
during the second world war. He served 
Overseas as a combat intelligence officer 
in the air force. 

From 1934 to 1941, Mr. Buck was 
with the New York office of McCann- 
Erickson as an account executive on 
the Ford Motor Co. account. While 
there, he worked on many special Ford 
promotions, including the Good Drivers 
League publicity on the 27th and 28th 
millionth Ford cars, and various ac- 
tivities connected with the Ford exhibit 
at the New York City World’s Fair. 

Before joining McCann-Erickson, 
Inc., he had his own publicity and ad- 
vertising organization in New York. A 
graduate of Cornell University, Mr. 
Buck started his business career as a 
copywriter in a New York City retail 
store, later becoming advertising man- 
ager. 


Franklin Appoints Hardin 


Franklin Life has appointed Wesley 
Hardin agency su- 
pervisor at the home peeps 
office. Mr. Hardin . 
joined the company , 
at Chicago last year. — 
He entered the busi- © 
ness there with | 
Washington Nation- 
al in 1948, and 
later became agency 
secretary. He is a 
graduate of Univer- 
sity of Illinois and 
has a master’s de- 
gree from North- 
western University. 
Mr. Hardin was in 
the army. 


Lamar Sennen Mienensien 


Lamar Life has named Clay R. Alex- 
ander director of advertising and public 
relations. He was formerly account ex- 
ecutive with a Jackson, Miss., advertis- 
ing agency, and before that, advertising 
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An Old Line Company with an outstanding Record 


Ins. in Force December 31, 1951—$246,139,001. 
Agency Openings for Lutherans in 21 states. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, lowa 


manager of Pascagoula (Miss.) Chron. 
icle Star. 





Bjorn, Huffman Resign 
from Northwestern National 


MINNEAPOLIS—Walter Bjorn, 2nd 
vice-president and director of group in. 
surance of Northwestern National Life, 
has resigned. He has not announced 
his plans, 

Sam Huffman, group secretary, has 
resigned to go with the Wyatt Co, 
employe benefit consultants. : 


Leu Retires from L. & C. 


Life & Casualty has appointed Ken- 
neth Ward-Smith and Arnold Anderson 
assistant actuaries to succeed Frank R, 
Leu, chief actuary, who has retired after 
20 years with the company. 


Jesse Randall Is C. of C. 
Luncheon Headliner 


Jesse W. Randall, president of Trave- 
lers, in an address before the insurance 
luncheon at the annual meeting of U. §, 
Chamber of Commerce Tuesday, en- 
titled “Signposts on the American Way,” 
warned that the American way is threat- 
ened today by the amateur road-builders 
and super planners on the one hand and 
Soviet Russia on the other. “Both hate 
our road because free men built it and 
can travel freely on it. Both would sub- 
stitute a state controlled road leading 
nowhere because there would be no 
place for anyone to go,” he said. 

Mr. Randall urged American business 
men to take a more aggressive stand in 
protecting the American road from at- 
tack and decay. Emphasizing the im- 
portance of preserving the free enter- 
prise system, he declared that once free 
enterprise goes, all other freedoms are 
bound to follow. 


Central Illinois C.L.U. Meet 


Central Illinois C.L.U. will hold its 
annual advanced underwriting forum 
May 9 at Peoria. Robert F. Spindell, 
Chicago tax specialist, will discuss new 
estate planning methods; developments 
in business insurance, and pension and 
profit sharing plans. Kenney E. Wil- 
liamson, general agent Massachusetts 
Mutual Life, Peoria, will be chairman, 
and Don B. Murphy, Mutual Benefit 
Life, will preside. 


State Mutual’s Champion 


The State Mutual president’s cup, 
highest honor attainable by an agency, 
was awarded at the company confer- 
ence to the Ross M. Halgren agency 
in Indianapolis. Runner-up for 1951 was 
0 iy athan P. Paulus agency of Dayton, 

io. 




















Prudential has transferred Anthony 
F. Bubenas, group representative at 
Phoenix, to Dallas. 
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Sales Ideas That Work 





Cook Underlines 
Business Insurance 
Selling Openings 


Paul W. Cook, general agent for 
Mutual Benefit Life at Chicago, had 
some actual examples of business in- 
surance selling which underline some 
of the opportunities in this field today, 
in his remarks before the Baltimore- 
Washington sales congress. 

His opening thesis was that many 
businesses that were merely holes-in- 
the-wall 10 years ago have grown to 
substantial proportions, which opens a 
pig field for business insurance. Many 
of the proprietors of these businesses 
have not become educated to their new 
needs, so there is a great opportunity for 
salesmen to educate them and enable 
them to capitalize on their new situa- 
tions. An example he gave was the 
case of a plastic company where two 
men in their middle forties, completely 
self-made, had seen a business started 
five years ago with about $10,000 in 
capital increase greatly in value. The 
business had started with three part- 
ners. This year the interest of one 
partner, still living, was purchased by 
the other for $100,000, showing that the 
firm is worth somewhere around $300,- 


000. 

A sale of $100,000 on each of the two 
remaining partners, now stockholders, 
was employed to carry out a buy-and- 
sell agreement. Mr. Cook said the 
agent was a young man who had started 
with these fellows a few years ago and 
had sold them their first $5,000 policy. 
He was the logical man to capitalize 
on the new situation. 


Trouble-Maker Motivation 


In regard to motivation, one of the 
three original partners turned into a 
trouble-maker and the other two bought 
out his interest for about $100,000. The 
fact that one partner almost disrupted 
the business even during the life of all 
three showed the two remaining partners 
the necessity of the survivors continu- 
ing the management of the business 
and of the deceased’s estate getting his 
money out when he got out. The secret 
spring that caused the sale, according 
to Mr. Cook, was this fact and the fact 
that the wives of all three partners 
thought their husbands were really the 
most important. 

Quite a different case from the self- 
made variety was that of a printing 
company described by Mr. Cook which 
was managed by second and third gen- 
eration “nylon stockings.” It was an 
old printing business, profitable for many 
years, with a valuation agreement set- 
ting the value of the shares of each of 
three stockholders at $125,000 apiece, 
without the usual revaluation clauses in 
the old agreement. Insurance had ex- 
isted for many years to liquidate this 
agreement on this valuation. This agree- 
ment was considered sacred because the 
father of one of the principals was the 
late dean of a great law school and one 
of his last inter-vivos acts was to write 
this agreement. So it had rested, with 
hallowed respect, in the bottom drawer, 
without review. 


Review Retirement Agreement 


Finally an alert insurance man pre- 
vailed on them to have a complete estate 
analysis which, of course, included a 
review of stock retirement agreement. 
It was apparent that each stockholder’s 
share was approximately $250,000, and 
that a new agreement was immediately 
needed. The sale consisted of $75,000 
additional on the lives of each of the 
three stockholders with provision for 


payment of the balance over a period 
of years. 

According to Mr. Cook this was a 
case where a new agent uncovered the 
deficiency in the old agreement and sold 
the new insurance while the old estab- 
lished agent was busy maintaining his 
prestige. The shock that the business 
would be sold at less than half its value 
motivated quick action. Mr. Cook stated, 
“This case proves the truth of the state- 
ment of one of the most successful life 
insurance salesmen I know when he 
says he seldom has to sell an original 
agreement any more, but merely finds 
agreements which have been already 
sold in the past where the values have 
not been adjusted to current values. 
Each of these cases, he finds, is a push- 
over because the idea of the liquidation 
plan has been established as has the 
idea of insurance as a method of financ- 
ing it. All the new agent has to do is fill 
in the gap.” 


Advertise Self, 
Service Clients, 
Markle Advises 


Advertise yourself, put your business 
on a personal basis and take time to 
service your clients’ policies, is the ad- 
vice of William E. Markle, New York 
Life agent in Clarinda, Ia. His methods 
are described in the Nylic Review. 

There are countless ways of adver- 
tising locally, many of which Mr. Mar- 
kle has used successfully and he is de- 
vising new ones every day. On outdoor 
billboards, both company and agent are 
equally advertised. Unusual events are 
photographed, written up and sent to 
the local papers by Mr. Markle. He 
sends the original pictures back to the 
people concerned after the article is 
run and enclose both company’s and 
his own advertisments. 


Another of Mr. Markle’s advertising 
methods is taking color movies of local 
events and then showing them in the 
local or near-by schools. Pictures of 
those attending are then taken and 
prints sent to each family. Along with 
the print goes a business card or ad- 
vertising piece. 

Toward the end of the grace period 
on a client’s policy, Mr. Markle makes 
it a practice to write a personal letter 
to the policyholder, sometimes in the 
form of a verse. He believes this helps 
prevent lapses. 

When he doesn’t want to ask a pos- 
sible prospect his name directly, Mr. 
Markle pulls out one of his “hat cards.” 

This is a small card which fits inside 
a man’s hat and reads: “Put it back! 
This hat belongs to ........... ” Mr. 
Markle’s name, address and telephone 
number appear on the card and on the 
back is a verse. 

“A man will 
name,” says Mr. 


usually give me his 
Markle, “when he 
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...FOR YOU! 


National Reserve Life ... the company with the prog- 
ress record of “Over 400° increase in premium income 
in the past 9 years” ... and “Over 300% increase in 
Insurance in Force in the past 9 years”—is now launch- 
ing a big expansion program which contains “Opportu- 
nities For You!” 


Our company assures you Strength, Character, Pro- 
gressiveness and Saleable Contracts — plus Proved 
and Efficient Sales Training Methods. 


Get the Facts . . . and Go Forward with National 
Reserve Life... “The Company That’s Marching 
Ahead!” Write today. 
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sees me with my pencil poised, prepar- 
ing to give him something.” 

Mr. Markle has found that calendar 
cards are a great door-opener and dis- 
tributes 3,000 of these a year. He also 
urges agents to send out calendar blot- 
ters. He says that both these calendars 
are wanted and used and that the agent 
is well remembered when he sends these 
to his clients and prospects. 


People Appreciate Service 


People like to do business with an 
agent who takes the time to service 
their policies and Mr. Markle always 
keeps a close watch on his clients. 
When they are ill he calls on them, 
sends them flowers, or at least sends 
a card. 

“It’s much easier to sell when you be- 
come well known in your community,” 
Mr. Markle says, “and personal ad- 
vertising can help a lot. However, each 
fish must swim by its own tail, and al- 
though these activities have worked well 
for me, they may not be the type of 
thing for you. The important thing is 
to do what comes easily and naturally.” 








First Japanese Company in 
LIAMA Since Pearl Harbor 


Meiji Mutual Life, Tokyo, is the first 
Japanese company elected to L.I.A.M.A. 
since the outbreak of the late war. 
American companies recently named to 
the association include Bankers Security 
Life; Beneficial Standard Life; Lincoln 
Liberty Life, and South Coast Life. 
Total L.I.A.M.A. membership, includ- 
ing 30 Canadian companies, is set at 
226. 





L.A. Supervisors Elect 


Life Agency Supervisors Assn. of Los 
Angeles has elected these officers: Pres- 
ident, Scott Russell, Prudential; vice- 
president, Mel ‘Randall, Occidental; 
secretary, Robert Christie, Sun Life of 
Canada. 


L. & C. Promotes Hunt 


Life & Casualty has promoted L. R. 
Hunt, district superintendent at Padu- 
ah, Ky., to district manager at Kansas 
City to succeed H. M. Steele, who be- 
came state supervisor for Mississippi. 


C.L.U. Tests June 11-14 


Examinations for C.L.U. designation 
will be given June 11-13, in the United 
States, Canada, and some foreign coun- 
tries. Several thousand agents are ex- 
pected to take the tests prepared by 
the examination board, headed by 
James E. Bragg, manager Guardian 
Life, New York City. 





LEGAL RESERVE FRATERNALS 





Fraternal Week 
Set for June 8-14 
by President Hart 


In proclaiming June 8-14 as Fraternal 
Week for 1952, Luke E. Hart, president 
of National Fraternal Congress, states 
that there are now nine million members 
of fraternal benefit societies in North 
America. There is $7 billion of fraternal 
insurance in force. The assets of the 
fraternal societies exceed $2 billion. The 
societies have paid more than $7 billion 
in direct benefits. Lodges exist in al- 
most every village and city in North 
America. He points out that the so- 
cieties provide hospitals for the aged 
and infinm, homes for orphaned chil- 
dren, trusts for education of dependents 
and the means of promoting good will 
among the members toward their fellow 
men. 

Mr. Hart asked that wherever pos- 
sible programs in celebration of Fra- 
ternal Week be carried out and civic 
programs be promoted during the week 
to call attention of the public generally 
and fraternal members also to the ad- 
vantages of the fraternal benefit system 
and the accomplishments of it. The 
week will be observed as usual in con- 
junction with Flag Day, June 14. 

Mr. Hart has named Norman D. Mac- 
Kay, royal secretary of the order of 
Scottish Clans, as chairman of the com- 
mittee on Fraternal Week. Mr. MacKay 
has announced a program which in- 
cludes having state congresses promote 
the Fraternal Week activities by obtain- 
ing a proclamation from each governor 
and presenting an American flag to each 
governor when calling on him for the 
proclamation. The groups will endeavor 
to obtain as many proclamations from 
mayors as possible and have them pub- 
licized. They will arrange for one or 
more gatherings in each state. 





N. Y. Fraternal Week, Flag 
Day Plans Are Readied 


Plans for a celebration by members 
of the New York Fraternal Congress 
of Fraternal Week and Flag Day ob- 
servance have been completed and they 
will be climaxed by a huge Flag Day 
celebration at Syracuse on June 14, 4 
capacity turnout of 9,500 is expected 
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for the event at which the speakers will 
include Governor Dewey, Luke E. Hart, 
president of National Fraternal Con- 
gress, and Mayor Thomas Corcoran. 
The Syracuse Symphony Orchestra will 
participate as well as the huge indus- 
trial chorus, veteran and patriotic or- 
ganizations, and a grand finale including 
massing of colors. 

New York Congress president, Samuel 

Gilbert, has appointed Ernest R. 
Deming, Jr., Unity L. & A., past Con- 
gress president, as state chairman for 
the ceremonies to coordinate the local 
committees and to supervise the ob- 
servance of Fraternal Week by Gov- 
ernor Dewey and the mayors of the 65 
cities in the state. 

President Gilbert has also appointed 
G. Everett DeMore, Independent Order 
of Foresters, and John A. Urciuoli, 
Unity L. & A., as co-chairmen of the 
Flag Day celebration at Syracuse. 





Three Fraternal 
Organizations Meet 
at Chicago in May 


Chicago will be the scene of the meet- 
ing of three important fraternal organi- 
zations on consecutive days when the 
Fraternal Youth Counselors Assn. meets 
on May 14, the Fraternal Field Man- 
agers Assn. on May 15 and the Fraternal 
Insurance Counselors Assn.on May 16. 

The field managers will hold their 
mid-season meeting at the Edgewater 
Beach hotel. Presiding will be J. Allen 
Porterfield, Equitable Reserve, presi- 
dent of the group. Greetings from Na- 
tional Fraternal ‘Congress will be pre- 
sented by R. G. Ransford, member of 
the N.F.C. executive committee and 
president of Gleaner Life. Mrs. Clara 
B. Cassidi will speak on “My Desired 
Income” to be followed by questions 
and answers. “The Sales Value of the 
Fraternal Package” will be subject of 
the paper by Harold C. Hoel, superin- 
tendent of agents Lutheran Brotherhood. 
Earl M. Schwemm, ‘Chicago manager of 
Great West Life, will conclude the 
morning session. 


Full Afternoon Session 


A paper on the professional field man 
will be read at the opening of the after- 
noon session by Louis C. Schmitt, as- 
sistant field manager of National Mutual 
Benefit. W. Cable Jackson, Modern 
Woodmen, will be the chairman of a 
panel discussion on “Life Insurance— 
What Is It?” On the panel will be 
Edward D. Brown, Jr., consuting ac- 
tuary; John C. Faulkner, investment 
manager of Royal Neighbors. Closing 
the program will be Francis L. Merritt, 
vice-president Central Life Assn. 

The second annual meeting of the 
F.I.C. will be held in the same hotel 
on May 16. Opening remarks will be 
by Theodore L. Precht, president of 
the group and vice-president Aid Asso- 
ciation for Lutherans. Chairman of the 
meeting will be Woodrow P. Langhaug, 
vice-president of the group and with 
Lutheran Brotherhood. Greetings will 
be delivered by Mr. Ransford. 


Hurt to Speak 


Max B. Hurt, executive vice-president 
Woodmen of the World, will deliver an 
address titled “Hold Up Your Heads, 
F.I.C. Workers.” Mrs. Vivian Watkins, 
junior director Modern Woodmen of 
America, will discuss “Prospecting Made 
Easy.” Carl J. Rennekamp, Aid Asso- 
ciation for Lutherans, will discuss “My 
First Million—My Second Year.” 

The afternoon program will include 
a speech on “Success Through Time 
Control” by Lewis E. Klein, Lutheran 
Brotherhood, Grand Island, Neb., and 
“Follow the Green Light” by Eber M. 
Bepere. vice-president American United 

ife. 

Business session with committee re- 


ports, general business and election of 
officers will be held. 


Catholic Knights Plan Move 


Catholic Knights of Wisconsin yi 
open a new home office in three floors 
of the recently purchased _ 16-story 
Tower Hotel building in Milwaukee 
early next month. 


SSB Defines Conditions for 
Automatic Pension Approval 


The salary stabilization board has is. 
sued general salary stabilization regula. 
tion 6 which defines conditions whereby 
pensions, retirement annuities, deferred 
profit sharing, or stock bonus plans may 
be amended or put into effect without 
prior approval. The board states that 
plans would not be inflationary when 
conditions imposed by the _ internal 
revenue code are met and safeguards 
are provided against premature distri. 
bution to employes. The following are 
listed as conditions which, if they were 
met, will not require prior approval. 

1. If there is a trust, it is qualified 
as exempt from federal income tax 
under Section 163 (a) of the Internal 
‘Revenue code; 

2. The annual contributions of the 
employer do not exceed the maximum 
amount authorized as a deduction under 
Section 23 (b) of the Internal Revenue 
code; 

3. No payment or distribution of any 
benefit contributed by the employer, or 
loan based on such benefit, shall be 
made to any participating employe or 
his beneficiary, except in event of his 
death, his permanent disability or the 
expiration of 10 years from the date of 
the first employer contribution—or, in 
the case of pension trusts and retirement 
annuity plans—the employe’s retirement 
according to terms of the trust or plan. 

The regulation authorizes an em- 
ployer to put into effect or amend plans 
covering both wage earners and salaried 
employes subject to the jurisdiction of 
the wage and the salary boards. If such 
a plan meets the requirements of WSB 
prior approval of the salary board is 
not required. 

Established pension or_ retirement 
plans which were in effect on Jan. 25, 
1951 may be continued without prior 
approval. 


Chicago CLU. | Forum 








Paul W. Cook, general agent Mutual | 


Benefit Life, and C. Rigdon Robb of 
Northwestern Mutual Life will lead a 
discussion on the corporate dollar in 
the current market at the May 8 meet- 
ing of Chicago C.L.U. Formal and in- 
formal pension plans for the closed 
corporation will also be covered. 





Fidelity Wye 
Scores | 
High 

Where If 
Counts 
Most 


Our leading producers have 
again reminded us that Fidel- 
ity Life scores high in: 


V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 


FIDELITY LIFE 
ASSOCIATION 
Home Office = Fulton, ilinois 
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Opening of Pioneer Mutual 
Office Attracts Dignitaries 


There were a number of persons 
prominent in the life insurance business 
on hand to help Pioneer Mutual Life 
of Fargo, N. D., celebrate the opening 
of its newly enlarged six-story office 
puilding. 

Among those present were Lee 
Parker, president American Service Bu- 
reau; Edward Stone, economic con- 
sultant of Institute of Life Insurance; 
Harry S. McConachie, president 
L.I.A.M.A. and vice-president Ameri- 
can Mutual Life; C. O. Pauley, man- 
aging director H. & A, Underwriters 
Conference; Bruce E. Shepherd, man- 
ager L.I.A.; J. Howard Oden, president 
North American Reassurance, and 
Lewis H. Reitz, vice-president Lincoln 
National. 


Gulf Home Office Addition 


Gulf Life has begun construction of a 
six-story home office addition at Jack- 
sonville, Fla., that will triple its present 
quarters. The new building will pro- 
vide 80,000 additional square feet of 
‘office space at a cost of $800,000. 


Equitable Society Offices 


Remodeling has been completed on 
the Equitable Society building, Los An- 
eles. The company purchased the 
building from Title Guarantee Co., in 
1943. In addition to the five Los An- 
geles agencies, the building will house 











‘all home office departments. 





Receipt for Lost Policies 


United States Life will issue certifi- 
cates for lost policies, rather than a 
duplicate of the policy. The new pre- 

















ds. If such | mium receipt on request plan is designed 
ts of WSB | to simplify accounting and reduce costs. 
, board is 
retirement | Life & Casualty Expands 
yn Jan. 25, Life & Casualty has filed a permit to 
hout prior | erect a building at the southwest corner 
of Harbert and Lamar streets, Memphis. 
The company will also open a local office 
n at 1234 Vinton street. 
‘nt Mutual 
| Robb of | Warren State Mutual Leader 
get. a Harry I. Warren, general agent State 
hig a Mutual Life, Baltimore, received the 
al and in- | 8ency. builders award for outstanding 
he closet recruiting, training and supervisory 
ed. methods. 
|| Prudential Regional Meet 
Harold M. Stewart, executive vice- 
president, James E. Rutherford, vice- 
a = 
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" Unity agents are equippec 
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to serve every need for per- 
“i sonal insurance. Juvenile 
policies our specialty. 
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president of district agencies, and Ben- 


‘jamin N. Woodson, managing director, 


National Assn. of Life Underwriters, 
spoke at Prudential’s first district agen- 
cies regional sales conference ‘held re- 
cently at New York City. 


Aetna Appoints Vineyard, 
Plaisted Council Officers 


Aetna Life has appointed Foster A. 
Vineyard, Little Rock, chairman of the 
general agents’ advisory council to suc- 
ceed Paul R. Green, Seattle. Frank H. 
Plaisted, Portland, Ore., was named 
secretary to succeed Ferris Pence, Okla- 
homa City. The council is composed 
of 12 general agents awarded the Presi- 
dent’s Trophy for agency performance. 


Life Institute Seminars 


Institute of Life Insurance will con- 
duct a seminar, May 12-16, at Honolulu, 
sponsored by Assn. of Life Underwrit- 
ers of Hawaii. Other seminars will be 
held at University of Kansas, July 14-18, 
and Penn State college, July 21-25. 











Chattanooga Hears Glasser 


Joshua B. Glasser, general agent Con- 
tinental Assurance, Chicago, discussed 
cooperation among attorneys, account- 
ants, trust companies, and life insurance 
agents at a recent meeting of the Chat- 
tanooga Trust Council. ; 


An Agency of Leaders 


The Grosten agency at Los Angeles 
for Manhattan Life had eight among 
the 30 company leaders in paid-for busi- 
ness during 1951. Among the 20 leaders 
for: paid volume for the month of Feb- 
ruary in the company, eight were mem- 
bers of the Grosten agency. In the 
agency standings of the company, the 
Grosten unit was first in paid volume 
for the first two months of the year. 


Great-West Group Parley 


Thirty-two group supervisors and 
group representatives of Great-West Life 
attended a conference at the home of- 
fice, with Stefan Hansen, group actuary, 
as general chairman. It included an ex- 
change of ideas, discussion of new sales 
techniques and review of policyholder 
services. 


Nels B. Arveson, for 22 years South 
Dakota state manager of Northwestern 
National Life, has retired under the 
company’s retirement plan and is setting 
up his own general insurance agency at 
Sioux Falls under the title Nels B. 
Arveson & Associates. 


RECORDS 


Life insurance sales of National Life 
of Vermont for the first quarter 
amounted to $34,985,858, an increase of 
14.18% over the same period a year ago, 
and the second largest first quarter in 
the history of the company. Insurance in 
force increased to $1,243,268,327. 


New paid life insurance of Business 
Men’s Assurance for the first quarter was 
$33,367,249 compared with $29,065,807 for 
the corresponding quarter of 1951, a gain 
of 14.8%. Insurance in force increased to 
$554,506,704. Assets which were $99,277,- 
129 Dec. 31, are now in excess of $100 











million. 
First quarter sales of Northwestern 
Mutual increased 7.4%, totaling $126,- 


400,000. Insurance in force March 31 was 
$6,647,252,098, a gain of $269,771,678. The 
average policy size increased to $4,579. 
Assets increased to $2,778,184,533. 


New paid business for Bankers Life of 
Iowa for the first quarter totaled $47,- 
041,157, a 10% increase over last year. 
Ordinary sales were up $2,812,387, and 
group sales increased $1,458,518. Insur- 
ance in force reached a new high of $1.7 
billion. 

Insurance in force for the first quarter 
for Ohio State Life totaled $238,657,080, a 
75% increase over last pega New busi- 
ness was up 28% for the same period, 
and paid production gained 38%. 

Ordinary business for the first quarter 
for Minnesota Mutual Life totaled 
$24,120,057, a 31% gain over the first 
three months of last year. Insurance in 
force reached $12,068,132, a 66% increase. 

New paid business for Provident Mu- 
tual Life for the first quarter totaled 
$31,350,000, a 6.5% increase over 1951. 
Insurance in force reached an all-time 
high at $1,461,670,000. 








CHARLES H. BRITTAN 
Alliance, Nebraska 


Another 








Joining The Ohio National field 
organization in 1948, General 
Agent Charles H. Brittan of 
Alliance, Nebraska, has been 
counted among our twelve lead- 
ing personal producers three 
times in as many years. While 
his production record is high- 
lighted by frequent sales of 
large-size policies to business 
and professional people, Brit- 
tan has been doing an equally 
successful job in the Juvenile 
market. 


OHIO NATIONAL 
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Cincinnati, Ohio 
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National L. & A. has purchased a 
building site at Waveland and Kilbourne 
streets in northwest Chicago. Plans are 
under way for construction of a $1 mil- 
lion building to be leased to General 
Electric Co. and Commonwealth Edison 
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COATES, HERFURTH & 
ENGLAND 
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San Francisco Denver Les Angeles 

















ILLINOIS 


Equity Annuity 
Principle Argued 


(CONTINUED FROM PAGE 1) 





life companies to investigate and see 
if there is not room for investing in 
equities with full participation and with- 
out guarantees. 

Harold Lawson, Paul Revere, took a 
bearish view. He said the proposal 
seems to substitute for the conven- 
tional type of retirement annuity an 
open-end investment trust on which _ is 
superimposed the annuity principle. He 
said it would be subject to the weakness 
of mutual funds: the principle of dollar- 
averaging, which is vital, would not apply 
because in periods of prosperity there 
would be a lot of mony in contribu- 
tions to be invested in stocks at a time 
when stocks were selling at high 
prices, but during periods of low stock 
prices there would be much less to 
invest or perhaps the flow might even 
be the other way. 
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Consulting Actuaries 
16 West Adams, Detroit 26, Michigan 
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“NO-SURPLUS” IDEA 


He said the “no-surplus” idea is fine 
in theory but without maintenance of 
solvency as a measuring stick he asked 
what tests of good management could 
be substituted. How could bad luck be 
distinguished from poor management or 
even breach of trust? 

If the equity fund principle were ap- 
plied on a large scale Mr. Lawson won- 
dered what would happen to the stock 
market and other investment markets. 
Stock market yields have been pushed 
down by purchases made by big pension 
funds, he said, and there are only about 
$10 billion of good stocks on the market 
currently as against about $500 billion 
of bonds. He felt large-scale investment 
in equity funds might raise the price of 
stock and cut yields, perhaps causing 
bonds to become more valuable than 
stocks. 


Investment Emphasis 


Mr. Lawson also expressed concern 
about equity fund investments putting 
undue emphasis on the investment side 
of life insurance, that companies 
would be selling investment manage- 
ment rather than protection against 
death and superannuation. Companies 
might be competing on the basis of how 
much they could make in the stock mar- 
ket for their policyholders, he said. He 
wondered whether companies wouldn’t 
be under the same pressure to issue es- 
timates of future earnings as they are in 
connection with dividends. 

“I really don’t feel entirely against 
this,” Mr. Lawson said in winding up 
his remarks, “but we should think of 
these things.” 

He got quite a laugh with his parting 
shot: “I’d be interested in hearing this 
presented as a wonderful new plan to 
decrease dollar benefits in times of lower 
living costs below what they would 
otherwise be.” 


Hennington Likes Plan 


Howard Hennington, Equitable So- 
ciety, said he was for the equity annuity 
idea, though emphasizing that he was 
speaking for himself and not his com- 
pany. He said he had worked on a cor- 
poration retirement plan in which an 
equities fund was set up to supplement 
the regular insured income. It met the 
requirements of section 165 of the in- 
ternal revenue code for approved plans. 
He pointed out that the idea of splitting 
retirement funds between bonds and 
equities follows the general individual 
pattern of investment. 

Actuaries, he remarked, are conserva- 
tive and acceptance of the equity annuity 
idea will come slowly and will probably 
reflect to a considerable extent the de- 
gree to which the individual actuary has 
investments in common stocks. 

Mr. Hennington conceded the danger 
of dissatisfaction in periods when fewer 
dollars are paid out but he feels that 





education and proper balance between 
equities and orthodox dollar-guarantee 
investments can largely overcome this. 
He said the test will be whether the 
combination of equity income and dol- 
lar-guarantee income follows the cost of 
living better than dollar-guarantees only, 
and there is historical evidence to sup- 
port the idea that it will. 


Questions Short-Swing Value 


Robert J. Meyers, social security ad- 
ministration, agreed with this conclusion 
on the long-range basis but expressed 
doubt about the shorter swings, pointing 
out that there have been periods when 
the stock market and the cost of living 
were going in opposite directions. He 
also remarked that the stock market 
fluctuations are much more violent than 
those in the cost of living, so it might 
be well to consider a “dampening” de- 
vice in addition to that provided by in- 
vesting both in bonds and in equities. 

Geoffrey Calvert of Alexander & 
Alexander, consultants, mentioned the 
problem of short-term fluctuations in 
which equity income might not reflect 
shifts in living costs. He said a solution 
might be to hold back equity income in 
excess of living cost indices during peri- 
ods when such income was out of step 
on the high side. 


Bankers L. & C. 
Sues Larson, Cravey 


(CONTINUED FROM PAGE 1) 








to employ them. In furtherance of the 
scheme to raid the personnel of the 
plaintiff, the individual defendants caused 
falsehoods concerning plaintiff to be cir- 
culated among its agents in order to 
induce them to enter the employ of 
‘Reserve and George Washington. A 
large number of said managers, super- 
visors and agents of plaintiff were thus 
employed by defendants Reserve and 
George Washington, for example, the 
entire sales force of plaintiff in Augusta, 
Columbus and Savannah, Ga., as well 
as agents, managers and _ supervisors 
elsewhere.. In addition the inquiries or 
leads then on hand at various offices of 
plaintiff were illegally obtained by said 
corporate defendants and used for their 
benefit.” 

Hartford Accident is named a defend- 
ant in the suit because of its role of 
surety on the $20,000 official bond of 
Commissioner ‘Cravey. 

The suit states there are a number 
of other persons who have aided the 
named defendants. 


Allege Cravey, Larson Campaign 


It is charged in the suit that Larson 
and Cravey conspired together to use 
the powers of their respective offices to 
suppress and eliminate the Bankers 
L. & C. business and property in Flor- 
ida, Georgia and elsewhere. It is 
charged that at various meetings of com- 
missioners, Messrs. Cravey and Larson 
attempted to “malign, discredit and 
damage the company in relationship with 
commissioners.” The suit says that in 
directing the company to desist from 
the use of its trademark, “The White 
Cross Plan,” Mr. Larson attempted to 
circumvent the Florida law relating to 
revocation of licenses by attempting to 
prohibit plaintiff from doing any busi- 
ness in Florida through the indirect 
means of disapproving of all its policy 
forms. It is charged that Mr. Larson 
took many means to discredit the plain- 
tiff, including writing letters to policy- 
holders which are described in the brief 
as defamatory and deliberately planned 
to destroy the plaintiff in its business. 

The brief says that on July 18, 1951, 
Messrs. Larson and Cravey convened a 
special meeting in Atlanta at which 
they were going to attempt through all 
commissioners in zone 3, to “illegall 
boycott and destroy plaintiff’s business.” 

The brief states that one of the par- 
ticipants in this meeting declared, “The 
time has come when we should sit down 
this afternoon and formulate a plan to 
move in on this outfit— including John 


MacArthur — and should not adjoum 
until we have formulated this plan.” 

The Bankers L. & C. brief says that 
at this meeting the principals were 
aware that Bankers used legal means jn 
its operations and was not subject to at. 
tack in the courts, It is stated that Mr. 
Cravey asked the commissioners what 
kind of a program could be devised to 
destroy the plaintiff's business and that 
Mr. Larson cautioned those present “as 
to what might hurt the cause — getting 
together in a meeting and taking cop. 
certed action —that the better strategy 
would be for each state to start Picking 
at it as soon as it can and as effectively 
as it can.” 


“SECRET COMBINE” 


The brief states that those present at 
the meeting decided that it would be 
unwise to put anything on record in the 
form of a resolution, but that each com- 
missioner would act separately but in co. 
ordination with others and by secretly 
combining their actions effectively car 
out the plan of destroying the plaintiff. 
It was proposed at this meeting that 
“Gf all the insurance commissioners pres- 
ent would hit the plaintiff from every 
conceivable angle, and if enough cases 
were filed at once, the plaintiff would 
not have enough lawyers to go around,” 
Pursuant to a secret agreement made at 
the meeting, some of the commissioners 
began to harass the company with un- 
reasonable and vexatious demands and 
notices of hearings, the brief declares, 

Attorneys for Bankers are Charles F. 
Short, Jr., Chicago, and Miller Walton, 
Miami. 

The suit was served during the zone 3 
N.A.I.C. meeting at Panama City, Fla, 
The commissioners present discussed the 
action in executive session. 














Set Large Companies 
Meet for May 5-7 


Richard E. Pille, vice-president of 
agencies Mutual Benefit Life, and Ray- 
mond Simpkin, agency vice-presi- 
dent Connecticut Mutual Life, will dis- 
cuss manpower developments at the 
opening session of the large companies 
conference of L.I.A.M.A. at Rye, N. Y,, 
May 5-7. 

Mid-conference speakers will be Ray 
E. Fuller, agency vice-president, Equi- 
table Life of Iowa, and A. E. Wall, 
vice-president of agencies, Confedera- 
tion Life. The informal meeting will 
close with a general discussion on agency 
development led by Grant Hill, vice- 
president and director of agencies, 
Northwestern Mutual Life. 





Penn Mutual Life Fetes 
Seven Freshman Producers 


Earl E. Clark and Nelson J. Oppen- 
heim, Denver; Harold B. DeJulio, San 
Francisco; Peter J. Keenan, Buffalo; 
Henry Metz, Newark; Edward J. 
O’Neill, Jr., St. Paul, and S. F. Reibel, 
Fresno, Cal., received a recent three- 
day tour of Penn Mutual Life home 
office in recognition of their member- 
ship in the President’s Cup for New 
Organization. 





Guarantee Mutual Enters 


Pension Trust Business 


Guarantee Mutual Life has entered the 
pension trust field with a complete sales 
and service program for agents an 
home office representatives. 


Davis Talks to Lawyers 


Deane C. Davis, president of National 
Life of Vermont, addressed a dinnef 
meeting of Broome County Bar Assn. 
at Binghamton, N. Y., on “Life Insur- 
ance and Business Purchasing Agree- 
ments.” 
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Yes, it’s a minor accident but a major oppor- 
tunity for the agent or broker who has 

sold this boy’s father a Connecticut General 
accident program for himself and family. 
Why? Because Connecticut General settles 
claims promptly no matter how small, 

and when you can speedily deliver a 

check to a client you have an easier job 

of selling yourself and your services. 
Connecticut General offers you liberal 
contracts for school children 
and children down to age 3. 


Call us for sales material—to save you 
time in contacting your clients. 


\— cOnNECTICUT GENERAL 


LIFE INSURANCE COMPANY 


HARTFORD, CONNECTICUT 


LIFE @ ACCIDENT @ HEALTH @ GROUP INSURANCE AND PENSION PLANS @ PENSION TRUSTS e ANNUITIES 














THE NORTHERN LIFE INSURANCE COMPANY 


Provides its Underwriters — 





@ Generous First-year Commissions 

@ Full Renewals to the I5th Year 

@ Group Life-Accident-Health Protection 

@ A Life Income Pension Plan 

@ Prize-winning Sales Helps 

@ A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 
Savings 


Managerial Openings in Newly-opened Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bidg., Des 
Moines, lowa. 


NORTHERN LIFE 
INSURANCE COMPANY 


D. M. MORGAN, President 
Heme Office: Northern Life Tower 





Seattle, Washington 
* 
LIFE * ACCIDENT * HEALTH 
Issued together at a substantial saving, 
or separately 





in @ series of advertisements outlining advantages enjoyed 
NUMBER ONE by field underwriters of the Equitable Life of lowa 


SCREENED FOR 


SUCCESS 


Feta underwriters of the Equitable Life 
of lowa are carefully screened to make sure that 
they have selected a field of endeavor for which 
they possess abilities and aptitudes conducive to 
success, The most scientific selection processes 
available are employed for this purpose in order 
that only those individuals clearly adapted to field 
underwriting will be accepted for training. In this 
way, the chances for successful careers are greatly 
enhanced for those who qualify for contracts with 


the Equitable of lowa. 


HOUITABLE 
OF IOWA 


FOUNDED IN 1867 IN DES MOINES 



































BRIEF FACTS 


FROM OUR FIFTY-SECOND ANNUAL REPORT 


e Insurance in Force.......... $268,614,795.00 
Increase of $18,021,886 


e Assets 
Increase of $3,837,855.35 


e Payments to Policyowners 
and Beneficiaries ........ $ 4,065,259.48 
Increase of $691,230.10 


e Capital, Surplus and 
Special Reserves ........ $ 4,646,138.97 
Increase of $408,693.13 


ATLANTIC LIFE 
INSURANCE COMPANY 


Established 1900 
RICHMOND, VIRGINIA 


$ 65,986,829.47 





























COLUMBUS 


was a good salesman — 
~ but could he have sold 


life insurance ? 





Each of us in the life insurance business 
has a continuing responsibility: to render 
professional services to the millions of 
free Americans who stand to benefit by 
our counsel. Let us not neglect our 
responsibilities —and our opportunities. 
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Columbus could sell. Witness Isabella. But, 
so the saying goes, even after he’d made 


the sale, he “‘wasn’t sure where he was going, 


didn’t know how to get there, and didn’t know 


where he was after he’d arrived.’’ More 

credit to Columbus; he succeeded despite 

his handicaps. 

Life insurance agents are explorers, too—but 
with a big difference. Their companies give 
them the navigational equipment they need to 
chart clear courses for policy owners, even 

in new areas of service. 

The results are evident in both the approach 
and in the achievements of the men and 


women in the field today. 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA, PA. 





